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d AIA Pres. Remains 
Strongly Opposed To 
- Continuous Policies 


heldon Believes Such Forms Con- 
stitute Threat to Ownership of 
Expirations by Agents 


IDER PROGRAMS FOR NAIA 


Additional National Rating Bodies 
Call for Expanding Activities, 
_ With Consent of State Groups 


“If it is true that issuance of a contin- 
ous policy in the fire or casualty insur- 
ce will lessen the work of an agent, 
d the companies, will not the elimina- 
jon of expirations by this method also 
liminate the agent’s ownership of ex- 
irations which the National Association 
f Insurance Agents fought so hard to 
tablish some years ago, asked Walter 
f{. Sheldon, president of the NAIA, in 

address to the Washington Associa- 
ion of Insurance Agents at their annual 
eeting yesterday at Seattle. 

Wants Expiration Dates 


“At the Commissioners’ meeting in San 
rancisco last June a representative of 
ne of the company organizations sug- 
ested a possible expense saving through 
e use of a continuous policy,” Mr. 
eldon said. He indicated that he “im- 
ediately challenged this thought” and 
vemphasized “that members of the NAIA 
are opposed to any further development 
f the continuous policy or one without 
‘anv expiration date.” 
| The NAIA leader covered three points 
f contention concerning the status of 
e National Association, its operations 
nd its place in the over-all picture. 
“We sometimes hear it said that the 
usiness is regulated at state level mak- 
¢ the reason fora National Association 
bscure,” Mr. Sheldon said, “but the in- 
nt of the regulation of our business 
state level was to provide reasonable 
uniformity in insurance laws and prac- 
ces. This tendency has always been 
ith us and will probably continue. 
“We have national casualty, surety, 
tomobile physical damage, inland ma- 
ne and now multiple peril rating and 
ere has been much talk about the feas- 
ility of fire rating at national level. 
he National Association of Insurance 
Commissioners itself has a distinct tend- 
cy to favor uniform regulations and 
ws.” 
He said that with the national aspects 
insurance growing every day, the 
oper area of operation of the National 
(Continued on Page 28) 
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the sad story of the 
CAREFUL family 
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Simple isn’t it. Even the most careful 
families can be the victims. That’s why 
an L & L Residence & Outside Pheft 
policy is so necessary. 


> tHe London & Lancashire 


THE 
LOKDON & GROUP 
AWCA 
( agony THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
= PANY # LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARO INSURANCE 
COMPANY OF NEW YORK © ~— STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Depotment) © + LONDON & LANCASHIRE-INDEMNITY COMPANY OF AMERICA 








II 


A WELL-BALANCED COMPANY 


balance vee 
smoothes the way 


In sailing, balance is essential 
to successful performance. 
In a life insurance company, 
success is attained by a balance of 
past performance, present progress 
and future objectives. 
Fidelity is 
a well-balanced company. 


cheatin 
The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





N.E. Agents Of The 
Franklin Life Hold 


2-Day Convention 


President Chas. E. Becker Makes 
Main Address; Commends Vice 
President Mehrbach on Progress 


JOYCE MAKES SIXTY CLUB 


Speakers Place Em Emphasis on Re- 
cruiting, Sales Presentations 
and Closing Techniques 


By Wa ttace L. Criapp 


The New England division of the 
Franklin Life of Springfield, which got 
off to a good production start last Janu- 
ary, held its first regional convention 
August 27-28 at the Sheraton - Plaza 
Hotel, Boston. Albert Mehrbach, a. 
vice president in charge of the division, 
presided over the gathering and guests 
of honor were Chas. E. Becker, Mrs. 
Becker and their daughter, Jacqueline. 
About 40 geyeral agents, district mana- 
gers and their wives attended. 

This division, the newest to be formed 
by the Franklin Life, received the com- 
mendation of President Becker for its 
production record to date and the esprit 
de corps of its agency plant. For each 
of the three summer months—June, July 
and August, the $500,000 mark in pre- 
mium volume was topped. The outlook 
for the remaining four months of the 
year is promising, in the opinion of 
Vice President Mehrbach. Under his 
leadership the Franklin’s expansion 
throughout the New England states is 
developing rapidly. 

In the spotlight at this convention was 
Joseph J. Jovce. general agent at Pitts- 
field, who qualified for the Franklin’s ex- 
clusive “Sixty Club” by completing 60 
sales within 60 days. At the banquet 
Mr. Joyce was presented with the gold 
wrist watch which is a symbol of the 
club. He received the congratulations of 


both Messrs. Becker and Mehrbach, and 
his record had added signifieance in that 
it was made during his first 60 days of 
association with the company. 

President Becker also paid tribute to 
Mrs. Joyce, pointing out that without 
her devotion and sympathetic interest 
in her husband’s work as*@ life insur- 
ance man his goal would not have been 
reached. 

Other producers to be =e for 
their production feats were Edward R. 
Breslin, Worcester general agent, who 
led in total volume during July-August 
production drive; Clarence en wie 
Newport, R. I, Fal » who 
ranked second in yorumigaa 
and Mr. Joyce who 4 
number of applicationsas 
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They went to jail 
to get an education 


Back in 1758, the first Provost of the 
College of Philadelphia, which is now 
the University of Pennsylvania, was jailed 
on trumped up libel charges. His students 
were so eager to learn that they attended 
classes at the city gaol. The Provost, the Rev. 
William Smith, had been arraigned before 
the Provincial Assembly in the Old State 
House—now Independence Hall. Later, he 
was completely exonerated by the Crown. 


Now Independence Plans Help 
Smooth the Way through College 


There were only six chartered colleges in the Colonies in 1758. 
Today, we have over a thousand, and the need for higher edu- 
cation is becoming more important all the time. 













Your children should not be deprived of this training because 
of insufficient funds. A Penn Mutual Underwriter will show you 
how to arrange a Penn Mutual Independence Plan so that these 
funds will be available whether or not you are around when the 


\ time comes. 
' 


Your Penn Mutual Underwriter has been trained to solve 
many financial problems. He can make it easier for you to send 
a boy or girl to college. At the same time, he can point the way 
to your own financial independence. 


























THE PENN MUTUAL LirE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 





PENN MuTUAL ADVANCEMENT OpporTuUNITIES Go TO PENN MUTUAL MEN 
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Whole Company Team Must Become 


Sales 


The challenger confronting the life 
insurance business in these changing 
times is how to expand sales and then 
sell the consumer on the idea that life 
insurance is both a necessity and a form 
of savings for himself and_ indirectly 
a means of expanding the economy, 
Carrol] M. Shanks, president of The Pru- 
Setial told the General Agents and 
Managers Conference in Cleveland last 
week in connection with the convention 
of the National Association of Life Un- 
derwriters. The whole company team 
must become sales-minded he said. 


Great Economic Potential 


“In looking ahead, one can hardly help 


being impressed with the economic 
potential of this country,” said Mr. 
Shanks. “The advance in our technical 


knowledge, the discovery of new sources 
of power which may revolutionize our 
productive processes, the increased effort 
by business, labor, and government to 
understand our economic system and to 
improve it—all hold great promise for 
an economic future not dreamed of in 


previous years. Population growth will 
be stimulating if production at least 
keeps pace. On the other hand many 


factors point toward maladjustment, con- 
tinuous inflation and complete destruc- 
tion of our dollar. 

“If any single truth has been brought 
home to us of late, it should have been 
this—that technological advance alone 
does not solve our social problems, that 
greater physical force alone is no 
guarantee of progress. In the interna- 
tional field, physical progress has not 
brought international good- will; in the 
domestic realm, engineering and produc- 
tion advances are no guarantee of a 
happy and prosperous nation. 

“I hope, therefore, that when I refer 
to our great economic potential, you will 
not misunderstand me. I do not say that 
our problems are solved; that we will 
automatically be provided with the good 
life; that the golden age is upon us. 
What I do say is that we are being 
presented with the greatest opportunity 
that has ever faced any people. 

“An opportunity is both a challenge 
and a responsibility to do something— 
to take positive action. The opportunity 
facing management in the post-Korean 
economy is one which requires that man- 
agement increasingly accept the respon- 
sibility to do something, rather than 
merely accommodating to current condi- 
tions. We must adjust to changing cir- 
cumstances, it is true, but we must not 
be satisfied merely adapting ourselves 
to the new business environment. We 
must contribute positively toward mak- 
ing that environment. Today I would 
like to talk to you about some of the 
areas of management responsibility— 
areas in which unusual opportunity 
constitutes an unusual challenge to posi- 
tive thinking and action. 


Responsibilities of Management 


“A position of management in a pri- 
vate business carries with it a responsi- 
bility not simply for the successful 
functioning of that individual business, 
but for the successful functioning of 
our economic system as a whole. By this 
I do not mean that we must all become 
economic planners in the bureaucratic 
sense of the term. But I do believe 
that we must work positively for the 
success of our free enterprise system, 
never forgetting, however, that our big- 
gest contribution is by way of running 
our own business successfully. 


“There are so many areas in our 
economic system which call for busi- 
ness leadership that I will be unable to 
touch on them all. I would, however, like 
to emphasize two in which business 
management—particularly the manage- 
ment of a life insurance company—can 
work effectively toward the successful 
functioning of our economic system. 

“The United States economy is 
characterized by a _ high productive 
ability and a great deal of freedom. In 
such an economy—where production is 
far above the minimum subsistence needs 
of the population and where consumers 
are free to choose the products they 
wish to buy or even free to choose not 
to buy anything—it is quite possible to 
have a_ situation which is sometimes 
called ‘overproduction.’ That is, con- 
sumers may not buy all the goods and 
services which the economic system 
turns out. Some businesses will be left 
with unsold stocks on their hands. This 
temporary Overproduction may cause the 
productive machine to be cut back to 
less than a full production. The result 
could then be an increase in unemploy- 
ment and this unemployment might in 
turn lead to less consumer purchasing. 
Production might therefore sink lower 
and lower and a recession could follow. 


Control by Curbing Freedom 


“I would like to call 
to the fact that the basic reasons why 
such a recession could occur are first, we 
are a wealthy nation which can produce 
more than subsistence needs. A low pro- 
duction agricultural economy is almost 
depression proof. Such an economy is 
permanently at the bottom of the trough 
—witness Iran which has gone along even 
with oil income cut off. Second, under 
our economic system consumers, and 
workers, and businessmen, have a great 


your attention 


deal of freedom. We do _ not force 
laborers to work, nor businessmen to 
expand production, nor consumers to 
buy. 


“There are some people who would 
forestall the possibility of recession 
under the free enterprise system by tak- 
ing away those two basic characteristics. 
They would reduce our productive 
ability, or, what amounts to the same 
thing, they would destroy a portion of 
what has been produced. They would 
also reduce our freedom so that we could 
not work where and when we chose, and 
could not buy what we wished. 

“IT know that business management 
would not like to see that solution im- 
posed on our economy. What then is our 
solution? How can business manage- 
ment meet this challenge? What are its 
responsibilities ? 

Sales Management the Answer 


“T could not pose these questions to a 
better group than you assembled here 
today. Because it is sales management 
in particular which has the answer to 
this problem of maintaining full pro- 
duction of the American economy, If 
we are to maintain and raise our present 
high standard of living, and if we are to 
solve the problem of full production in 
an economy as wealthy as ours, we must 
persuade the American consumer to ask 
for a higher standard of living. We must 
persuade him that the luxuries of yester- 
day are the necessities of today. The 
scrubbing board gives way to the wash- 
ing machine. It is only as the American 
consumer asks for a higher standard of 
living that our economic system will 
provide him with it. A free enterprise 


inded, 





Frank E. Westhaver 
CARROL M. SHANKS 
system is directed by the purchases of 
the consumer. His purchases tell the 


business world what he wants produced 
and how much. An enterprise cannot 
long remain in business if consumers 
do not indicate through their purchases 
that they wish it to remain in business. 

“Tt should be obvious from what | 
have said that the economic function of 
the salesman is vital to the success of 
our free enterprise system. When we 
were less wealthy, our attention was 
centered mainly on production. But as 
our productive ability has leaped ahead, 
the problems of distribution have be- 
come more and more important. Today, 
with our tremendous productive potential, 
the function of the salesman is the most 
important function in all business, It is 
the ‘key not just to the success of an 
individual business enterprise; it is the 
key to the success of our whole economy. 
What greater challenge could be leveled 
at sales management than the knowledge 
that our whole economic progress de- 
pends vitally and directly on the success- 
ful performance of the selling function ? 

“While this importance of the selling 
function is a special responsibility for 
management in the selling end of the 
business, it actually constitutes a 
challenge to all management. All parts 
of the management team must increas- 
ingly orient themselves to the sales 
problem. More attention must be de- 
voted to providing the sales force with 
products and services which appeal to 
the consumer and which better serve 
his needs. Investments must be made 
with an eye to their effect on the con- 
sumer; the structure of our companies 
must be so organized as best to serve 
the consumer; our personnel programs 
must be designed to deal with people 
who are consumers as well as employes; 
our research must find out more about 
the consumer—each aspect of our opera- 
tions must concern itself with the im- 
portant fact that American business ex- 
ists to serve the consumer. In other 
words, all of business management must 
join the sales management team. 


Full Utilization of Savings 


“A second economic responsibility of 
business management is the problem of 
full utilization of the savings of the 


Says Carrol Shanks 


American consumer. If business: manage- 
ment meets the selling problem, the con- 
sumer will devote a good portion of his 
income to the purchase of goods and 


services. He will thus enjoy a_ high 
standard of living and at the same time 
keep the economy functioning at full 
capacity. But the consumer will also 
wish to save a certain portion of his 


income. If he saves his money simply by 
hoarding it in a cookie jar or under 
the mattress; that is, if for some reason 
he fails to invest it in productive enter- 


prise, he will have removed a certain 
portion of the money supply from the 
spending stream. The money becomes 


idle and sterile. The result of this type 
of savings will be to reduce business 
activity below the level possible if all 
the money supply were kept active. 
“If, on the other hand, the consumer 


saves through a medium such as life 
insurance, the money he saves will not 
lie idle but will be returned to the 


spending stream through the investments 
of the life insurance companies. It will 
be used to buy homes and build fac- 
tories, to construct highways and erect 
schools, to see to it, in short, that our 
capital plant is maintained. This is of 
course the proper function of savings— 
the enlargement of our productive 
capacity. If savings are invested in this 
way, they contribute to the maintenance 
of prosperity just as effectively as do 
consumer purchases. They add up to 
capital expenditures by industry—a 
principal component of prosperity. 

“I am sure you will agree that the 
sale of life insurance is an effective way 
for business management to meet both 
of the two great economic responsibili- 
ties which I have discussed. Insurance is 
both a purchase and a savings. Through 
the purchase of protection the American 
consumer is raising his standard of 
living and that of his family and is at 
the same time contributing to the 
maintenance of a high level of business 
activity in the nation. Through his sav- 
ings in life insurance, the American con- 
sumer is making sure that those savings 
will be productively employed in en- 
larging our capital plant. 

“Life insurance companies throughout 
the United States are devoting much 
thought to new and productive channels 
for their policyholders’ savings. The job 
of investment management is not simply 
to secure a profitable return for the 
policyholders; we are also constantly on 
the alert for new ways in which the 
investment of life insurance funds can 
contribute to the development and 
prosperity of our country. 

Management Can Meet Challenges 

“I believe that business management 
in the period ahead of us can meet the 
two economic challenges I have outlined. 
To do so, we must sell as we have 
never sold before. We in the life in- 
surance field must educate the consumer 
to the fact that life insurance is not 
a luxury, but a necessity. It is our good 
fortune that great progress already has 
been made along that line. All parts of 
business management must become sales 
minded, and all our operations must be 
beamed to the consumer. In meeting 
these challenges — stimulation of sales 
and utilization of savings—we will have 
the satisfaction of knowing that we are 
not only working for ourselves and for 
our individual companies; we are also 
accepting the responsibilities which must 
be accepted by business management if 
our free enterprise system is to remain 
free and prosperous.” 











Page 4 








September 4, 1953 











New York Life Names 
Norton Regional V. P. 


MUNSELL CHICAGO FIELD V.P. 





Norton Will Head Eastern Sales Region 
With Headquarters in New 
York City 





A. Norton has been appointed a 
president of New York 
Life and F. Munsell has been 
named a field vice president, it is an- 
nounced by Dudley Dowell, vice presi- 
dent in charge of agency affairs. Mr. 
eastern 


Paul 
regional vice 
Turner 


Norton will head the company’s 
sales region with headquarters in New 
York City 


and Mr. Munsell will be in 





TURNER MUNSELL 


charge of the midwestern division with 
offices in Chicago. 

The appointments are a major step 
forward, Mr. Dowell stated, in the re- 
alignment of New York Life’s field 
operations to put greater emphasis upon 
activities and to decentralize 
sales administration. 


regional 
the company’s 


With Mr. Norton’s appointment, New 
York Life’s agency operations will be 


divided into three geographical regions 
with President O. R. 
Carter heading the Western region and 
Vice Dudley S. 


3ates in charge of the Pacific 


Regional Vice 


Regional President 
region. 

Mr. Norton was formerly field vice 
ir aig for New York Life in Chicago 
and has been associated with the com- 
pany since 1933. He is a Chartered Life 
Underwriter and a graduate of Nebraska 
State College. He also received his 
Master’s degree from the Harvard 
Graduate School of Business Adminis- 
tration. 

After agency experience in the Mid- 
west he served as a branch office man- 
ager in Worcester, Boston, Philadel- 
phia and Houston. In 1949 he was 
named superintendent of agencies in the 
home office and in 1951 became assistant 
vice president in charge of Group sales. 
He was promoted to agency vice presi- 


Greystone Studios 
A. NORTON 


PAUL 
dent in 1952 and became a field vice 
president that same year. 

Mr. Munsell has spent his entire busi- 
ness career with New York Life and 
has been associated with the company 
for more than a quarter of a century. 
He joined New York Life in 1925 with 
the South Carolina branch office and 
four years later was named assistant 
manager in Washington, D. C. By 1933 
he had been promoted to manager of 
the company’s office in Trenton. 

\fter serving as manager in two New 
York City offices, he was placed in 
charge of the company’s Philadelphia 
Clearing House in 1941 and became 
manager of the Missouri Clearing House 
in 1944, In 1950 he was made manager 
of the St. Louis branch office. Imme- 
diately before his present promotion he 
was assistant vice president in charge 
of Group sales in the home office. Mr. 
Munsell has been active in life insur- 
ance affairs in St. Louis and is a Char- 
tered Life Underwriter. 


Willnita Wyatt LOG Editor 


Willnita Wyatt has been appointed 
editor of The LOG, monthly magazine 
published by Life Insurance Company 
of Georgia for agents and home office 
employes. She succeeds Henry Morrow, 
who resigned to join the sales promotion 
staff of the Coca-Cola Company. Mr. 
Morrow had edited the magazine for five 
years. He was also editor of the Life 
Insurance Advertisers Association Bul- 
letin. 

Miss Wyatt has been associate editor 

The LOG for two years. She joined 
ree Life of Georgia public relations 
staff in June, 1950. Prior to this she 
was a reporter on The Anniston, Ala., 
Star. Miss Wyatt was graduated in 
journalism from the University of 
\labama. 

She has served as secretary of the 
Southern Industrial Editors Association 
and publicity chairman of the Atlanta 
SIEA chapter. She is on the planning 
committee for the 1953 Industrial Editors 
Institute, and is a member of Theta 
Sigma Phi, national honorary journalism 
fraternity. 
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Looking for a Bigger Job? 


If you’re the go-getter type of life insur- 
ance supervisor with the know-how to service 
brokerage business in metropolitan New York, 


we want to meet you. 
agency of a New York company writing both 
life and A. & H. insurance. 
supervisor's job paying salary and commission, 


Box 2188, The Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 





Ours is the leading 


For full details on 














Medical Directors Announce 
Annual Meeting Program 


The program for the 62nd annual 
meeting of the Association of Life In- 
surance Medical Directors has been an- 
nounced. Following herewith is the 
schedule of events to be held at the 
Hotel Statler, New York, October 14- 
15-16, 


Wednesday Morning: “Some Implica- 
tions of Recent Changes in Mortality,” 
Edward A. Lew, actuary and statistician, 
Metropolitan Life; Panel Discussion — 
“Systolic Heart Murmurs,’ Henry B. 
Kirkland, M.D., medical director, The 
Prudential; Edson E. Getman, M.D., 
medical director, New York Life; K. Jef- 
ferson Thomson, M.D., assistant medical 
director, Metropolitan Life; Harry E. 
Ungerleider, M.D., director of medical 
research, Equitable Life Assurance Soci- 
ety; “Accurate Recording of Heart Mur- 
murs,” J. Scott Butterworth, M.D., asso- 
ciate professor of medicine, New York 
University, Bellevue Post- Graduate Med- 
ical School. Dr. Butterworth’s paper will 
be followed by a demonstration of his 
method of recording and reproducing 
heart murmurs (using the Cambridge 
Educational Electronic Cardioscope). 


Wednesday Afternoon: “Changing As- 
pects in Nutrition,’ Frederick J. Stare, 
M.D., associate professor, department of 
nutrition, Harvard University School of 
Public Health; “Unfinished Business in 


Tuberculosis,” Edgar M. Medlar, M.D., 
pathologist, Biggs Memorial Hospital, 


Ithaca, New York; “The Potential Cor- 
onary,” David M. Spain, M.D., director, 
Westchester County Department of Lab- 
oratories and Research, and Medical Ex- 
aminer, Westchester County, New York; 
“What Happens to Men Disabled by 
Heart Disease,” George P. Robb,’ M.D., 
assistant medical director, Metropolitan, 
and Herbert H. Marks, manager, insur- 
ance medical statistics, Metropolitan 
Life. 

Thursday Morning: “An Experiment 
in Medical Education,” Thomas Hale 
Ham, M.D., professor of medicine, West- 
ern Reserve University; ‘ ‘Possible Eti- 
ologic Factors in Lung Cancer,” Cuyler 
Hammond, Sc. D., American Cancer 
Society; “The Evaluation and Classifica- 
tion of Neuropsychiatric Disorders,” 
Peter G. Denker, M.D., assistant profes- 
sor of clinical neurology, Cornell Univer- 
sity Medical College; “The Physician 
and Accident Prevention,” George M. 
Wheatley, M.D., third vice president, 
Metropolitan Life; “The Present Status 


Shea, Cleary, Mrs. Smith Are 
Promoted by Mutual of N. Y, 


Several promotions in the public rela- 


tions division of Mutual Life of New 


York are announced by Clifford B, 
Reeves, vice president for public rela- 
tions. 

James A. Shea of Rye, N. Y., has 


been advanced to survey specialist. He 
will work on public opinion studies, pol- 
icyholder service audits and other sur- 
veys related to the company’s public 
relations work. He joined the company 
as a college trainee in 1950. A veteran 
of the U. S. Navy during World War 
Il, Mr. Shea is a Phi Beta Kappa gradu- 
ate of New York University. 

Raymond F, Cleary, River Edge, N. J., 
has been promoted to staff assistant and 
will specialize in radio and _ television 
org He joined the company in 
1942. A veteran of World War II, Mr. 
Cleary is married and has a son, Timo- 
thy, two years old. 

Mrs. Marjane Cloke Smith of Wan- 
tagh, N. Y., has been promoted to ad- 
ministrative specialist. She joined the 
company in 1943 and was secretary to 
the president, Alexander E. Patterson, 
until his death in 1948. Mrs. Smith 
joined the public relations division in 





of Radiation Safety,’ William Bolt, 
M.D., chief medical director, New York 
Life, and Reynold S. Brown, M.D., chief 
medical examiner, New York Life. 


Friday a gg ‘One Year’s Experi- 
ence in Family Hospital and Surgical 
Expense Insurance,” Ennion S. Williams, 
M.D., medical director, Life Insurance 
Company of Virginia; “Morbidity Expe- 
rience Under Personal Accident and 
Health Insurance,” Joseph C. Horan, 
M.D., associate medical director, Metro- 
politan Life; Panel Discussion — “Acci- 
dent and Health- Hospitalization Insur- 
-roblem For Mutual Under- 
standing,” Ralph M. Filson, M.D., medi- 
cal director, the Travelers, Leader; Ralph 
T. Heller, second vice president, The 
Prudential; Wendell A. Milliman, vice 
president, New York Life; Linford H. 
Lee, M.D., medical director, Pacific Mu- 
tual Life. 

An Association luncheon will be served 
Wednesday. The annual reception and 
informal dinner are scheduled for Thurs- 
day evening. 
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Springfield General Agent 
For John Hancock Mutual 


A. F. Lydiard 
M. CLAYTON KEISER 


M. Clayton Keiser, CLU, has been 
appointed general agent at Springfield, 
Mass., for John Hancock Mutual Life. 
He succeeds his father, Maynard E. 
Keiser, who will continue to be asso- 
ciated with the Springfield agency as 
general agent emeritus, serving his per- 
sonal clients. 

Maynard E. Keiser retires as general 
agent following a long career with the 
John Hancock, which began in 1907 in 
Pawtucket, R. I. He was associated with 
the company in Indianapolis, St. Louis 
and Cincinnati before he became general 
agent at Springfield in 1922, Prominent 
in life insurance and civic organizations, 
he has served as president of both the 
Springfield and Massachusetts Associa- 
tion of Life Underwriters. He is keenly 
interested in the Boys Club, has served 
as president, and is now a member of 
the board of trustees. During the war 
years he received special recognition as 
chairman of the Springfield War Finance 
Committee. 

Following his graduation from Colgate 
University in 1937, M. Clayton Keiser, 
the new general agent, became asso- 
ciated with his father, and has spent his 
entire business career with John Han- 
cock Springfield general agency. He has 
been associate general agent since 1949. 

From 1942 to 1946 he served in the 
U.S. Air Force, being discharged with 
the rank of captain. Mr. Keiser is a 
colonel in the United Fund of Spring- 
field, has held various offices in the 
Junior Chamber of Commerce and is 
a director of the University Club. 

Like his father, Mr. Clayton Keiser 
has been active in both civic enterprises 
and Life Underwriters affairs. He was 
president of the Springfield Life Under- 
writers in 1952 and is currently on the 
board of directors. 


Named Purchasing Agent 

Don Dietrichs of Atlanta has been 
appointed purchasing agent for Life In- 
surance Company of Georgia. 

Mr. Dietrichs has been associated with 
the company five years, In addition to 
his position as purchasing agent, he 
teaches orientation classes for new com- 
pany employes. 

Mr. Dietrichs was graduated in 1947 
from Emory University. During World 
War II he served with the Army three 
years, 20 months of which was spent in 
Europe. He is a native of Waco, Tex. 

Mr. Dietrichs is a member of the 
Junior Chamber of Commerce, Delta Tau 
Delta social fraternity, Alpha Kappa Psi 
Business fraternity, and the First Church 
of Christ Scientist. 








EDWARD C. MARGET DEAD 

Edward C. Marget, CLU, 47, one of 
New England Mutual’s leading sales- 

men, died suddenly last week. A life 
and qualifying member of the Million 
Dollar Round Table and the company’s 
Leaders Association, Mr. Marget gradu- 
ated from Harvard ‘College in 1927, and 
studied for two years at the Harvard 
Law School. Following his schooling he 
worked in a sales capacity with several 
Boston firms before entering the life in- 
surance business in 

Besides his wife he leaves two daugh- 
ters, aged 15 and 9 


Norfolk Branch Manager 


Robert W. Mayhew, Jr., has been 
appointed manager of the Norfolk 
branch office of New York Life. Mr. 
Mayhew goes to Norfolk from the com- 
pany’s home office where he has been 
training supervisor for the Middle At- 
lantic division. He joined New York Life 
as an agent with the Trenton, N. J.,, 
branch office in 1948. In 1950 he was 
named assistant manager there and was 
placed in charge of the Camden sub- 
office. 
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: Wea like to tell you that he cut his score from * 

* 137 to 73 and became the club champion, with a mantel a, 

a loaded with trophies. Actually, this is his story: % 
: What with club dues and caddie fees costing what they 
. do, it was only natural that he needed more money. : 
: It was only natural, too, that he turned to Mutual Benefit : 
"... Life asa nice, pleasant way of getting more money. a 


-" And when he 
. found how readily 
: it could be sold 
‘ because of the 
-*s, many exclusive features, it was 


: only natural that he gave up 

oh golf completely and spent 
: the time he’d ordinarily be 
+ using in blasting out of 

*.,2 sand traps in gathering in more 
- "of those nice commission checks. 
: Of course, it’s up to you whether 
. you give up golf completely. 


*.,, Lots of smart brokers keep right 


eee ee : 


on playing golf and selling Mutual | toms 
“ Benefit Life at the same time. 
: And while it’s questionable whether 
. their scores will ever get any 
* lower, there’s no doubt about their 


“+ incomes going a lot higher. The 
General Agent in your area can 


: prove it to you, if you’ll 
” give him the chance. 
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W. P. Hughes Goes With 
Krueger & Davidson 


HAS HAD WIDE EXPERIENCE 





Leaves Agency Department of North- 
western Mutual to Come to New York; 
Authority on Financial Planning 





general agents, 
Mutual Life, 386 Fourth 
York, announce the ap- 
special agent of William 
P. Hughes who since 1951 has been an 


Krueger & Davidson, 
Northwestern 
Avenue, New 
pointment as 
agencies of the 


assistant director of 


company at the home office in Mil- 
waukee. 

A graduate of Notre Dame, class of 
"34, he has been continuously engaged 





WILLIAM P. 


HUGHES 


field since that 


is a particular authority on 


in the life insurance 


time and 


pensions, financial planning and ad- 
vanced underwriting matters. 

Mr. Hughes began his insurance ex- 
York 


& Breiby which at 


perience with the old New actu- 
arial firm of Fackler 
had 
State Insurance Departments to examine 
life insurance companies. He was for a 
time with the actuarial department of 
Metropolitan Life and then spent four 
years in supervising actuarial, underwrit- 
ing and guarantee functions with respect 
to life insurance issued by the mutual 
savings banks of this state. 

In 1941 he went with the Institute of 
Life Insurance where he was director of 
statistics and research until 1947, mak- 
ing a brilliant record there. He entered 
World War II as a naval officer in the 
Atlantic command, where part of his 
duties were in connection with code 
messages. Mr. Hughes has been a mem- 
ber of faculty of American Institute of 
Banking and he was a director of the 
career clinic sponsored by Notre Dame 
Club of New York. 


Pohs Life Course 


Herbert J. Pohs, founder-director, 
Pohs Institute of Insurance, 132 Nassau 
Street, New York has announced that 
the school will offer a life insurance 
course in its Jamaica branch which 
is located at 148-15 Archer Avenue, 
Jamaica, N. 

This course will start on Tuesday, 
September 8, to prepare students for the 
Life Insurance Agents’ Examination to 
be given by the State of New York on 
Thursday, October 15. 

The course will consist of ten sessions 
to be given every Tuesday and Thursday 
evenings from 6:15 to 9 p.m., with the 
exception of Thursday, September 10. 

Tuition for the course is $20. 


the time been retained by some 
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Stanley C. Collins Made 
New Secretary of NALU 


IN BUFFALO 


DISTRICT AGENT 





Long With Metropolitan Life; Former 
President N. Y. State Association 
of Life Underwriters 





Stanley C. ee CLU, agent, Metro- 
politan Life, Buffalo, N. Y., was elected 
secretary of National Association of Life 
Underwriters at its convention in Cleve- 
land last week. Running against him 
was Harry J. Syphus, Beneficial Life, 
Salt Lake City. Mr. Collins has been a 
trustee of NALU. 

Has Always Been in Same District 


One of the important features of this 
election is that Mr. Collins is a debit 





STANLEY C. COLLINS 


agent and his election is a recognition 
of and tribute to the large number of 
men in the association membership who 
have specialized on weekly premium in- 
surance. Mr. Collins joined Metropoli- 
tan Life in 1933 and has continued ever 
since in the same district. His abilities 
and standing in life insurance have been 
evinced by his election as president of 
Buffalo Life Underwriters Association, 
New York State Association of Life 
Underwriters and Buffalo CLU chapter. 

Before going with Metropolitan Life 
he was a salesman in other business 
fields and at one time had his own busi- 
ness. He is married, has one child, and 
his brother Harold is also a district 
agent of Metropolitan Life. 





MICHAEL J. FOLEY DIES 
Michael J. Foley, 86, former assistant 
district superintendent for Prudential in 
Albany, died recently. He was a for- 
mer mayor of Cohoes, N. Y., where he 
made his home. 


Women With Unusual 
Backgrounds at Cleveland 


At the joint luncheon committee of 
women underwriters and Women’s Quar- 
ter Million Dollar Club a unique pro- 
gram was presented under the chairman- 
ship of Lillian L. Joseph, Home Life, 
New York, and Laura M. Benham, CLU, 
Prudential, Niagara Falls, N. Y. 

In preparation for a feature, called 
“Fun In Finance,” with new faces for 
1953 presentation there had been sent 
to women agents throughout the country 
1,600 questionnaires. Four women agents 
with unusual backgrounds were chosen 
to tell their stories. Paul Troth, CLU, in 
charge of Group sales promotion of New 
York Life, and a cartoonist of unique 
talent, set the stage by demonstrating 
Family Protection followed by cartoons 
he drew on Group insurance. The women 
selected to tell their experiences follow: 

Florence McConnell, John Hancock, 
Galesburg, Ill, and new vice chairman 
of WQMDRT, who told the story of 
“Baby Pigs Are Big Business” taken 
from a newspaper article; Elsie West 
Williams, Farm Bureau Life, Lothian, 
Md.; Ethel B. Karene of Union Central, 
New York; and Rhoda E. Hanson, 
Western Life, Miles City, Mont. Miss 
Hanson, a graduate of Williams and 
Mary, and owner of a sheep ranch. 

Minna A. Hensley, Franklin Life, Sa- 
lina, Kansas, presided. 


NALU Sees Laflin Jones Play 


The outstanding writer of life insur- 
ance dramas is Laflin C. Jones, an officer 
of Northwestern Mutual Life. Few men 
in the professional field of dramatic 
authorship can do a more effective job 
with a one-act play. Always at the an- 
nual field convention of Northwestern 
Mutual a play by Laflin C. Jones is a 
feature of the opening session, which, 
held in a large motion picture theatre 
in Milwaukee, is generally attended by 
2,000 persons. 

His playlet “Stardust,” a one-acter in 
four scenes, was given before NALU in 
Cleveland last week and attracted as 
much favorable attention there as it did 
before the Million—Dollar Round Table 
this year at White Sulphur Springs. The 
play, highly emotional, demonstrates the 
necessity of not losing the human ap- 
peal. 


J. Donald Geiger Named 


J. Donald Geiger has been named ex- 
ecutive director, district agencies, for the 
South-Central home office. He joined 
Prudential in 1934 as a Los Angeles 
agent and shortly thereafter was pro- 
moted to an assistant manager in Los 
Angeles. Following service in the army 
medical corp during the war, Mr. Geiger 
transferred to the company’s ‘home 
office. When Prudential opened the 
Cleveland regional office of district 
agencies department, Mr. Geiger was 
named director of agencies in charge. 
He transferred to the Western home 
office in Los Angeles in 1951. 
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RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








——. 
Woodward, Ryan, a 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Talk of Banker Baxter Maddox 


N. Baxter Maddox, vice president and 
First National Bank of 
former general agent in 
Mutual Life, 


insur- 


trust officer, 


Atlanta, and 
that city of 
discussed relationship 
ance and bank and trust companies, in 
his talk before NALU in Cleveland last 
week. One paragraph of his talk fol- 
lows: 

“We in the banking business, particu- 
larly in the trust field, are proud of your 
record and feel a closeness to you and 
your companies. There is a_ similarity 
between us as we are both large finan- 
cial institutions, with wonderful _his- 
tories. We have intangible services to 
sell and we both deal in dollars. We 
have many of the same directors and 
serve many of the same customers. One 
of the great factors in our business— 
and certainly true of your business—is 
that we serve human needs. That is 
particularly true in the trust depart- 
ments of our American banks.’ 


Connecticut 
between 


Martin Talks to Secretaries 


At the meeting of executive secretaries 
of local or state associations held in 
Cleveland at tine of NALU meeting last 
week Dudley Martin, of Institute of Life 
Insurance, gave tips on preparing news 
releases. Among other speakers was 
Estelle F. Spencer, executive secretary 
Buffalo Life Underwriters Association. 
Her talk was also on public relations. 


Earls Cleveland MDRT Talk 


In his review of MDRT at Cleveland 
convention of NALU last week William 
T. Earls, general agent, Mutual Bene- 
fit, Cincinnati, and past chairman of 
MDRT, said that the average member of 
MDRT has qualified for MDRT four 
times. Many of the MDRT stars en- 
tered insurance before they were 25 
years old 


William T. Earls Winner of 
Manager’s Magazine Award 


Cleveland, Ohio— William T. Earls, 
general agent, Mutual Benefit, Cincin- 
nati, has been judged winner of the 1952- 
1953 Manager’s Magazine Prize-Win- 
ning Article Award, it was announced 
at the NALU annual meeting here. The 
award is presented annually to the 
author of the outstanding article pub- 
lished during the past fiscal year in 
Manager’s Magazine. 

Presentation of the award, a leather- 
bound unabridged dictionary, was made 
by Charles J. Zimmerman, CLU, at the 
luncheon session of the General Agents 
and Managers Section of the NALU. 
Mr. Zimmerman is managing director of 
the Agency Management Association, 
which publishes Manager’s Magazine. At 
the time of the presentation, reprints 
of the article were distributed to those 
present. 

The prize-winning article, entitled 
“Agency Building in Retrospect” first 
appeared in the January, 1953 issue of 
the magazine. The article discusses the 
steps to be taken in rebuilding an estab- 
lished agency. 


Over 48,000,000 Children 


Clara Savage Littledale, editor of 
Parents Magazine, was a speaker before 
general session of NALU last week in 
Cleveland. She said that in 1940 there 
were 40,000,000 children under 18. In 
1950 there were close to 48,000,000. The 
U. S. Census Bureau predicts there will 


be 59,000,000 in 1960. 


To Pay LUTC Course Fee 


Indianapolis Life has announced a lib- 
eralized policy regarding assistance to 
company representatives taking LUTC 
courses. The company will now pay the 
full enrollment fee for any jeld man or 
woman who successfully completes part 
I. or II, of the LUTC course, provided 
the enrollment has been approved by the 
producer’s general agent and the home 
office agency department. 





---amd records show that, throughout the 
length and breadth of the nation, there 
are few communities indeed without a 


policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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C, Vivian Anderson Wins 
John N. Russell Award 


“FOR OUTSTANDING SERVICE” 





Cincinnati Agent Former President of 
NALU and American College of 
CLU; Long in MDRT 





C. Vivian Anderson, Provident Mutual 
Life, Cincinnati, has been given the 
John Newton Russell Memorial Award 
“for outstanding service to the institu- 
tion of life insurance.” The award was 
made at the annual convention of NALU 
in Cleveland last week, by retiring presi- 


MEGS, SE 





Portrait by Carlson 
C. VIVIAN ANDERSON 


dent David Fluegelman of that asso- 


ciation. 

Mr. Anderson has won many honors 
in the life insurance field. They have in- 
cluded being president of NALU, of 
American Society of CLU, of Ohio As- 
sociation of Life Underwriters. At one 
time he was chairman of the NALU 
legislative committee. He was one of 
those responsible for the establishment 
of the CLU program. 

A graduate of Miami University in 
1913, Mr. Anderson went with the Na- 
tional Cash Register Co. and for a time 
was a physical director of the YMCA. 
Also, for a time he played professional 
football. 

About 40 years ago he went with 
Provident Mutual in Cincinnati as an 
agent and for a long time has been a 
member of the Million Dollar Round 
Table. He became one of the best tax 
experts in the production field. Mr. 
Anderson estimates that his clients now 
have $34,000,000 of insurance. He re- 
ceived his CLU degree in 1928. Judd C. 
Benson, Cincinnati home office agency 
of Union Central Life, read the citation 
honoring Mr. Anderson with John New- 
ion Russell Award. 


TREVOR HAWGOOD DIES 
Trevor Hawgood, 62, manager of 
Canada Life’s central Toronto branch 
for 18 years, died suddenly at his sum- 
mer home on Toronto Island, Ont. In 
1926 he joined the Group sales depart- 
ment of. the’ company. He is a former 
president of the Toronté weonpner As- 

sociation. Beat ‘ 


Dr. Oberlander Medical Head 


Prudential Chicago Office 


Dr. Andrew J. Oberlander has been 
named medical director of Mid-America 
home office of The Prudential. In his 
new post, Dr. Oberlander will be in 
charge of all The Prudential’s Medical 
Department activities in the area covered 
by the Mid-America Home Office now 
under construction in Chicago. 

Dr. Oberlander comes from National 
Life of Vermont, where he has held the 
position of medical director. The 48-year- 
old executive is a graduate of Dartmouth 
College, where he was an outstanding 
football star, winning the designation of 
All-American halfback. He received his 


medical training at Yale University 


Brooklyn Academy Plans 


Life Insurance Course 


The next life insurance course that 
will be conducted at the Brooklyn Acad- 
emy, 182 Henry Street, Brooklyn, will 
start on September 22. Students attend- 
ing this course will be prepared for the 
state examination that will be given in 
October. Cost of this course, including 
text material, is $15. 





School of Medicine, and served on the 
faculties of Ohio State University and 
Wesleyan University. In 1938 he be- 
came university physician at the Univer- 
sity of New Hampshire and in 1940 
joined the National Life. 

During World War II, Dr. Oberlander 
served as a lieutenant commander in the 
Navy Medical Corps. He is a member 
of numerous medical societies. 





W. P. Hughes Appointed 
By Northwestern Mutual 


William P. Hughes, assistant director 
of agencies for Northwestern Mutual 
Life, has left the home office staff to 
become a member of the company’s field 
force in the metropolitan New York area. 

Mr. Hughes has been with the North- 
western Mutual Life since October, 1951, 
having charge of the contract and 
statistical divisions of the agency de- 


partment. He was home office sponsor 
for 15 of the company’s 90 general 
agencies. ‘ 


He is a member of the American Pen- 
sion Conference, the Home Office Life 
Underwriting Association, the American 
Statistical Association and the American 
Association for the Advancement of 
Science. 








Four New 


$8,595 in 


Springfield, Illinois 


Dear O’B: 


“exclusive” plans. 


“exclusive” plans. 
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CHAS, E. BECKER, PRESIDENT 


Englanders earn 
their first month 


Boston, Mass. 


Mr. F. J. O’Brien, Vice President 
The Franklin Life Insurance Company 


I have just completed a review of the first month’s business for four 
of our most recently appointed New England associates and I thought 
you would like to know of their immediate success. 

Edwin R. Breslin, new General Agent in Worcester, Massachusetts, 
sold 24 cases for a face volume of $94,250 during his first month. His 
personal first year’s commission on this business will amount to 
$3,778.61. Ed has had four years of experience in the insurance busi- 
ness and the majority of his time was spent selling accident and health 
protection. Incidentally, every application written was on one of our 


Lloyd (Lou) Conrad and Clarence (Bud) Warner, doing business 
as The Conrad-Warner Agency in Newport, Rhode Island, during 
their first full month completed 25 sales for a total face volume of 
$67,190. Their first year’s commission on this business will amount to 
$2,578.21. All but three of their cases were on the “exclusive” plans. 


Joseph (Jerry) Joyce, newly appointed General Agent in Pittsfield, os 
Massachusetts, personally sold 30 cases for a face volume of $56,500 ~ 
during his first month. Jerry will receive a commission amounting — 


to $2,238.54 on this business. The majority of his cases were on our 


The results of these four men are quite pleasing to me but I fully 
realize that this is not unusual with our company, due to our wonder- 
ful “EXCLUSIVES” which need no selling—simply explaining—and 
are without competition in the industry. 


Cordially 
Albert Mehrbach, Jr. 
Resident Vice President 


Lhe Friendly 
VKRILION IL 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Four Hundred Million Dollars of Insurance in Force 


INSURANCE 
COMPANY 
SPRINGFIELD, ILLINOIS 
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Are You on the Right Track? 
Are You Heading inthe Right Direction? 
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5316 Sheridan Road 


Represent— 
COMBINED INSURANCE CO. OF AMERICA 
Chicago 40 


—— AMERICAN INSURANCE $0. 
. Ui. 2817 Maple Avenue Delles 4, 


W. CLEMENT STONE, President 
of the Combined Group 
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Ford Albritton Joins 
General American Life 


DIRECTOR SO. WESTERN REGION 
Former Vice President and Agency Di- 
rector Great Southern Life; Head- 
quarters in Houston 





American Life of St. Louis 
Albritton to the 


General 
has appointed Ford D. 


newly-created post of director of agen- 
cies for the company’s Southwestern Re- 
gion, with offices at 2206 South Main 
Street, Houston. 

Prior to his association with General 
American, Mr. Albritton was vice presi- 





FORD D. ALBRITTON 


dent and manager of agencies for Great 
Southern Life of Houston. He joined 
the Great Southern as a solicting agent 
in 1923 and was named general sales 
director in 1935. He was elected vice 
president and a member of the board of 
directors in 1941. 

In announcing the appointment, Powell 
B. McHaney, General Amer- 
ican Life, said, “We are proud to have 
Ford Albritton associated with us. His 
career in life insurance reflects credit 
on the business. His new position has 


president, 


particular significance because the South- 
west represents one of the most impor- 
tant territories in our current expansion 
program. 

Recognized as one of the leading life 
insurance sales executives of the South- 
west, Mr. Albritton will be responsible 
for recruiting and training new men for 
this area. Although long active in Texas 
and Oklahoma, both in its sales and in- 
vestment operations, the company’ Ss pro- 
gram calls for an intensification of these 
operations. At present General Ameri- 
can Life has 12 general agencies in 
Texas and Oklahoma and has invested 
in these states more than $38,000,000 of 
its assets. 

In his 30 years in the life insurance 
industry, Mr. Albritton has served in 
many leading organizations, including 
the Life Insurance Agency Management 
Association. He was the firs t Texan 
elected to the chairmanship of the board 
of directors of the Life Insurance Sales 
Research Bureau, and is currently a con- 
tributing member of the Research Ad- 
visory Committee of the LIAMA. 


MACCABEES GENERAL AGENTS 





Nat Cooperman and Hy Groman Named 
in Brooklyn; Bernard Gorson Ap- 
pointed Agency Manager 
The Maccabees, Detroit, continuing 
it’s growth in New York’s metropolitan 
area, has announced through George 
Shelley, director of eastern division, the 
appointment of Nat Cooperman and Hy 
Groman as general agents in Brooklyn. 
Mr. Cooperman and Mr. Groman have 
been general agents for The Maccabees 
under the trade name of the Best Insur- 
ance Agency with offices at 147-16 89th 
Avenue, Jamaica, N. Y. They are mem- 

bers of the Million Dollar Club. 

They will operate in Brooklyn at 32 
Court Street and the Jamaica office will 
continue its operation for the benefit 
of Queens brokers and agents. 

In view of the agency expansion, they 
have appointed Bernard Gorson as 
agency manager. Mr. Gorson is a gradu- 


rests the Security of others 





NAMED DISTRICT MANAGER 

Harvey L. Akin has been appointed 
district manager for Life of Georgia in 
Charlottesville, Va. Mr. Akin has been 
staff manager in Opelika, Ala. He be- 
came associated with the company 21 
years ago as an agent in Birmingham. 

He is immediate past president of the 
Auburn - Opelika Life Underwriters As- 
sociation, a member of the Baptist 
Church, secretary of his Bible class, and 
leader of the church’s intermediate train- 
ing union, 





ate of New York University and St. 
Johns University. He has been connected 
with several other life insurance compa- 
nies. For many years he was an indus- 
trial relations counselor for the New 
York State Department of Labor. He is 
past president of the Miniature Camera 
Club of New York, an associate of the 
Metropolitan Camera Club Council, past 
president, Parkway Civic Reioane Beg 





Berkshire Life provides 114 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 
death, disability and old age. 


sa Example Select Risks: 


Preferred Life — low cost lifetime protection 


Graded Premium Life —low initial cost with graduated 
premium to fit growing income 


@ Term to Age 65 — maximum protection at minimum 


premium 





Income Disability — $10 monthly per $1000 
@ Centennial A & H — lifetime accident and sickness income 


oa BROKERS AND SURPLUS WRITERS are invited to write for 
full information about the many unusual sales opportunities with 
Berkshire Life's complete portfolio of personal insurance. 


Keep Your Eye on 


_ BERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
HARRISON L. AMBER, President 
PITTSFIELD, MASS, « A MUTUAL COMPANY 
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Evening Lectures on 
Estate Planning Topics 


PRACTICING LAW INSTITUTE 





Trachtman, MacNeill, Craven, Gray, Dia. 
mond, Isaac, Harnett and Young 
to Speak 





Evening lecture programs of interest 
to lawyers, trust officers and life insur- 
ance agents are included in the Practis- 
ing Law Institute’s fall session, an- 
nounced by Harold P, Seligson, director, 
A comprehensive, 12 - session series on 
Estate Planning and Administration will 
be given by a panel of attorneys, each an 
expert in his field. The use of life insur- 
ance, trusts and powers of appointment 
in planning an estate, with an eye to the 
income, estate and gift tax factors of 
alternative proposals, will be studied. 
This series will be given Thursday eve- 
ning, starting September 24, at the Will- 
kie Memorial Building, 20 West Forti- 
eth Street, New York City. 

Joseph Trachtman, author of the Insti- 
tute’s monograph, “Estate Planning,” 
will discuss estate planning methods at 
the opening sessions. Other speakers in- 
clude Earl S. MacNeill and John F. 
Mcllwain, vice presidents, Irving Trust 
Co.; George Craven, of Philadelphia, 
author of “The Gift Tax”; George G 
Blattmachr, co-author of “Accounting 
Periods and Accounting Methods”; and 
attorneys Leo A. Diamond, John L. Gray, 
Jr., Bertram Harnett and Milton Young. 

Among the topics these experts will 
explore are gifts vs. testamentary dis- 
tribution, disposing of business interests, 
using life insurance to fund business in- 
terests, the marital deduction, adminis- 
tering the estate, and estate and gift 
tax practice before the Bureau of In- 
ternal Revenue, the Tax Court and ap- 
pellate courts. 

Irving H. Isaac, investment analyst of 
Stryker & Brown, and other investment 
counsel, will consider the trustee’s in- 
vestment policies and responsibilities, will 
analyze railroad, public utility, industrial 
and other securities and advise on a per- 
sonal investment program, including the 
use of life insurance, in a six-session 
series —Investments—which also _ will 
meet Thursdays, starting September 24, 
at the United States Court House, Foley 
Square. 4 

Other programs in the _Institute’s 
current sessions include Publicity Held 
Corporations, Fundamentals of Federal 
Taxation, International Trade and In- 
vestment, Representing Lenders and 
Compensating Eexecutives. R 

Details of programs in the fall session 
will be forwarded upon request to the 
Practicing Law Institute, 20 Vesey 
Street, New York City. 


Benefits of Half a Billion 


The Manufacturers Life passed an im- 
portant milestone early in July when the 
total of benefits paid to beneficiaries and 
to living policyholders since incorpora- 
tion in 1887 reached half a billion dol- 
lars. The continuous growth of the 
Manufacturers Life is indicated by the 
volume of payments made to _policy- 
holders and_ beneficiaries last year 
which totalled over $26 million, more 
than twice the amount paid out during 
1942, Payments made to living policy- 
holders in the forms of matured en- 
dowments, retirement income, dividends 
etc. amounted to 67% of the total of 
payments made last year. 











Are You on the Right Track? 
Are You Heading inthe Right Direction? 


COMBINED INSURANCE CO. 4 AMERICA 
Chicago 40, Ill. 


You Will Be....1f You Represent — 
HEARTHSTONE INSURANCE A. OF MA 
120 Boylston Street Boston 16, = 5316 Sheridan Road 





COMBINED AMERICAN INSURANCE co. 
2817 Maple Avenue Dalles 4, Tex. 


W. CLEMENT STONE, President 
of the Combined Group 
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Pioneers Recall Early 
Days of CLU Movement 


AMER. COLLEGE TRUSTEES DINE 





Julian S. Myrick, Ernest J. Clark and 
J. Stanley Edwards Saw Movement 
Grow From 22 CLUs 





Julian S. Myrick, chairman, board of 
trustees, American College of Life Un- 
derwriters, presided at the trustees’ an- 
nual dinner held in Cleveland at time of 
NALU annual convention. Joseph H. 
Reese, CLU, Philadelphia, and secretary 
of the American College, presented 






JULIAN S. MYRICK 


colored photo slides of the new $69,000 
addition to the headquarters building of 
American College and American Society 
of CLU. It is at 3924 Walnut Street, 
Philadelphia. 

In his talk Mr. Myrick contrasted the 
remarkable progress of the CLU move- 
ment and the American College since 
he was NALU president in 1928. That 
year he presided at the convention in 
Detroit where the first CLU class con- 
sisting of 22 members received diplomas. 
This year 391 received CLU designations. 

Another who spoke of early CLU 
days was J. Stanley Edwards, retired 
general agent, Aetna Life, Denver. Mr. 
Edwards was recently elected a_ life 
trustee of the college in recognition of 
his long service. Another speaker was 
Ernest J. Clark, retired general agent, 
John Hancock, Baltimore, and a former 
president of American College. It was 
sheer determination on the part of the 
founders and pioneers of American Col- 
lege, he said, that finally resulted in the 
success of the college and the great 
contribution it has made to the life 
insurance business. 


Great-West Life Report 

Great-West Life reports $2,274 million 
total business in force at the end of 
June this year, with life insurance and 
annuities owned by more than 580,000 
policyholders. Of the total business in 
force at midyear, insurance comprises 
$1,892 million and annuities the $382 mil- 
lion balance. Total Canadian business 
in force is $1,382 and U. S. business 
$890 million. 

New business for the six months was 
$184,413,000, more than for the full year 
of 1946, a gain of 12% over the same 
period of 1952. Total assets now are 
$459 million, up $13 million in the 
first half of 1953. Net rate of interest 
earned in the half year ended June 30 
averaged 3.79%, up 0.18% in the last 12 
months. 

New business in July was $27,874,000, 
the 18th consecutive month in which 
new business exceeded the corresponding 
month of the previous year. 





U. S. Life Adds $50 Rider 
To 5 Year Renewable Term 


United States Life has added its spe- 
cial monthly income rider to the 5 Year 
Renewable Term Plan. Known as the 
Centennial Income Agreement, the rider 
provides up to $50 monthly income per 
$1,000 of base policy. 

The addition has been made to cover 
those circumstances where a_ large 
amount of protection is required for a 
limited duration and at the lowest pos- 
sible cost. The combination provides in- 
expensive immediate cash protection plus 


a substantial monthly income which may 
be commuted and paid in one sum, if 
desired, 

The Centennial Income Agreement 
may be added to the 5 Year Renewable 
Term for any period of from 10 to 30 
years depending on age at issue. An 
added attraction is that the premium for 
the rider will remain the same through- 
out the period despite the increase each 
five years in the 5 Year Renewable Term 
Plan. 

The U. S. Life has also announced 
that its 5 Year Renewable Term Plan 
may now be sold at substandard rates, up 
to 200%. 


STANDARD’S FOOTBALL BOOKLET 

Standard Accident of Detroit and its 
affiliate, Planet Insurance Co., has sent 
copies of its annual compilation of foot- 
ball schedules to agents of the compa- 
nies. The 1953 booklet is pocket-sized, 
indexed by teams and sectional confer- 
ences and carries space for the agent’s 
imprint. According to Robert J. Walker, 
executive secretary in charge of pub- 
licity and advertising for the Standard 
companies, the booklet is probably the 
earliest schedule of leading teams to be 
issued each year. 





Our folder, 

THE CHASE INSURANCE 
PREMIUM BUDGET PLAN, 
is avatlable in quantities 
to underwriters in the 
Metropolitan Area for dis- 


tribution to their policyholders. 


benefits of The Chase Insurance Premium 


Budget Plan? These 4 features will 


note for the to 
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Franklin Life Meeting 
(Continued from Page 1) 


recruiting problems, the speaker being 
John J. Pearce, CLU, general agent of 
the Franklin in Wilmington, Del. He 
talked for three hours and generously 
answered a flock of questions. 

principal 


President Becker was the 


dinner speaker, Thursday, August 27, 
and gave practically his entire attention 
to the wives. He said that they are 
very important factors in the success 
which their husbands achieve in the 
the insurance business. Indicative of his 
high regard for their influence, Mr. 
Becker said that “I never hire a man 
without first taking a look at his wife.” 
His advice, sympathetically given, was 
slong these lines: 

“Inspire your husbands to do an out- 
standing job. By your interest and con- 
fidence in their work you can get them 
to work a little harder. Don’t worry 
if they have to make evening calls; be 
understanding and interested in their 
problems. The very fact that you are 
rooting for their success in our business 
will make all the difference in the world 
in the kind of a job they do in pro- 
duction,” 

Friday’s Program 

The program for Friday, August 28, 
started with a talk by Emmett Dwyer, 
general agent in Springfield, who de- 
scribed his experiences in selling the 
home protector policy, one of the 
Franklin’s exclusive savings plans. He 
was followed by Mr. Joyce whose talk 
on the “Pass Book and Junior Insured 
Savings Plan” had inspirational value. 
It was the systematic selling of this 
plan which enabled Mr. Joyce to win 
his “Sixty Club” award. The next 
speaker was Clarence L. Warner, part- 
ner in the Conrad-Warner Agency, 
Newport, R. I., whose subject was “Pros- 
pecting.” 

Final speaker at this session was F. 
J. Budinger, CLU, regional 
sales director of the Franklin for six 
counties in Illinois, who will observe his 
30th anniversary with the company on 
September 27. Mr. Budinger conducted a 
sales presentation on two of the com- 
pany’s most popular plans—the Presi- 
dent’s PIP and the Junior Insured Sav- 
ings Plan, 


Chicago, 


Becker Announces Purchase “Univac” 


Machine for Home Office 


Highspot of the session was the heart- 
to-heart talk by President Becker. 

Pointing out that the company expects 
to exceed $365 million in new paid busi- 
ness this year, a record-breaking pro- 
duction, Mr. Becker said that in order 
for the Franklin to cope with its rapid 
growth and to reduce operational ex- 
penses, it has arranged with Remington 
Rand, Inc., to install the so-called mil- 
lion dollar Univac machine at its home 
office. Widely publicized, this machine 
does everything a human can do but 
talk and sell. Mr. Becker intimated that 
the Franklin is the first life company 
to buy and install the Univac. ; 

He then proceeded to give the New 
England agents his philosophy of sell- 
ing, based on over 30 years in the busi- 
ness, nine of which were spent in the 
field. “The degree of success you attain 
with our company,” he declared, “will be 
measured largely by the degree of per- 
fection you acquire in selling the PPIP 
and other exclusive savings plans of the 
Franklin.” He made clear that the home 
office, ever mindful of the welfare of the 
agent, will never recommend anything 
for the field forces unless it has been 
tried out first. 

Increase Average Size Policy 

One of Mr. Becker’s main suggestions 
was that the average size policy be in- 
creased. “You don’t have to worry about 
over-selling people; it is under-selling 
that should concern you. Just make 


your presentation on two units as a 
minimum, 


If you are canvassing in a 
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bracket of people who cannot save $10 
a mofith you had better change your 
bracket. This is because you are flirting 
with prospects who might be marginal,” 
he said, 

He also dwelt on the importance of 
getting cash with application, and said: 
“Of our small percentage of first-year 
lapses a home office study reveals that 
90% of such lapses did not have cash 
with application.” He estimated that 
each case costs $12.50 to process so it is 
expensive to have many lapses. 


Throughout this meeting Mr. Becker 
and his family showed keen interest in 
meeting the agents and their wives in 
the New England division. Réflecting 
the friendly, human relations upon which 
he has built the Franklin, Mr. Becker 
was at his best. He gave promise that 
any agent who wrote to the home office 
for guidance or clarification of a press- 
ing problem would receive prompt atten- 
tion, “We maintain an open door policy 
in Springfield,” he said, “and we like to 
see and hear from you.” 

As to the future, Mr. Becker said: 
“Our policies are now geared to 95% of 
our men. As long as we are going down 
the river smoothly it is best, in my opin- 
ion, not to disturb things. But if we 
reach a point where we are stymied | 
will be the first to make needed changes. 
Until then, I’m not in favor of experi- 
mentation or changes in policy plans 
that are now selling so well.” ~ 


Highspots of Other Addresses 


_Emmett Dwyer did an effective job in 
discussing the home protector policy 
which is set up on a 20-year decreasing 
term basis with level premiums for 15 
years. In its sale he stresses home 
mortgage and family income protection, 
and the benefits the insured derives from 
the exchange privilege of the policy. 
By means of this privilege he may ex- 
change the full commuted value without 
evidence of insurability. However, Mr. 
Dwyer recommended close supervision 
of the policy so that the exchange privi- 
lege can be utilized to avail one’s self of 
the investment type contract. 

Clarence L. Warner admitted that the 
early days of his four months’ old 
agency for the Franklin were difficult. 
However, he found that after he had sold 


the VIP’s in a town, and the news got 
around, sales resistance was broken 
down. One big reason for buyer satis- 
faction, he felt, was that people had 
confidence that they would get value 
received from what he sold them. 

Mr. Warner operates on a definite 
work plan. He keeps four books in 
which the case history of all calls and 
cases are recorded, as well as_ policy 
issuance data. He also uses pre-approach 
mailings as part of the work plan, get- 
ting his names from the city directory, 
birth notices from the daily newspaper, 
etc. He likes to make a first approach 
on the wife for in so doing he lines up 
helpful data about the family. Mr. 
Warner puts such information to effec- 
tive use when he makes evening calls 
on the husband. 

= 

Joseph J. Joyce used the referral lead 
system in making his 60 sales. He said 
that at least 50% of the people he sold 
gave him the names of friends. ‘“They 
liked the savings feature and the use 
of the Franklin pass book,” he remarked. 
Enthusiastic over the future outlook, 
Mr. Joyce has set his goal to qualify 
again for the Sixty Club before the 
end of this year. 


Budinger’s Use of Presentation Pad 


As one of Franklin’s oldest field ex- 
ecutives in point of service, F. J. Budin- 
ger made a lasting impression in describ- 
ing the company’s financial plans “which 
are designed to give the people what 
they want.” He said the sales emphasis 
is on thrift and saving money so as to 
get both enjoyment and security out of 
life. 

In his sales presentation, Mr. Budin- 
ger conducted a cold canvass call for 
Franklin’s protector investment plan. 
The pad which he and his associates use 
contains three columns with these head- 
ings: “self,” “family,” “dividends and 
coupons.” In his approach he makes 
clear that he has a savings account plan 
that will make money saving a certainty. 
He then explains that the plan simply 
provides regular monthly deposits for 20 
years, accumulating at compound in- 
terest. 

_As an added feature the company sets 
up with each unit of savings $1,000 of 
life insurance protection. Dividends are 
also paid under this plan as well as 19 





J. C. Sullivan Manager at 
Wilmington for N. Y. Life 


John C. Sullivan has been appointed 
manager of the Wilmington branch of- 
fice of New York Life, Don Parker, 
field vice president, announced, 

Mr. Sullivan was New York Life's 
Wilmington manager from 1948 to 1951 
when he was recalled to active duty as 
commanding officer of the Naval Train- 
ing Center in St. Petersburg, Fla. He 
returns to Wilmington from the com- 
pany’s home office where he has been 
training supervisor for the central diyi- 
sion, 

3orn and educated in Philadelphia, 
Mr. Sullivan joined New York Life in 
1936 as inspector working out of the 
home office. Following his first tour of 
duty, he company’s 
Philadelphia branch office as an agent, 


naval joined the 
Later he served as assistant manager 
there and in Wilmington. 

New York Life has over $20 million 
of insurance in force in Delaware. Last 
year alone, while policyholders in Dela- 
ware paid the company approximately 
$652,000 in premiums and other consid- 
erations, New York Life paid back over 
$713,000 in benefits to policyholders and 
beneficiaries. In addition New York Life 
last year invested over $2 million in 
Delaware’s economy. 


Managerial Changes Made 
By Prudential in Buffalo 


Managerial changes, brought about by 
the company’s increased emphasis on 
brokerage activities, were announced for 
The Prudential’s Buffalo agency. 

The realignment involves the naming 
of James G. Quinlivan of Hartford, 
Conn., to succeed Daniel P. Sullivan as 
latter’s ap- 
Buffalo 


organization’s brokerage business. 


agency manager and_ the 


pointment as director of the 
In making the announcement, Sayre 

MacLeod, 

said: 
“The brokerage phase of our under- 


Prudential vice president, 


writing activities in Buffalo has taken 
on increased importance since Mr. Sul- 
livan was named agency manager two 
years ago. With Mr. Quinlivan now tak- 
ing over the managership, Mr. Sullivan 
will be able to direct all of his efforts 
toward further intensification of this 
market.” 

Mr. Quinlivan assumes his new as- 
signment following a highly successful 
career at Hartford. He joined the com- 
pany there in 1946. Two years later he 
was named agency assistant and subse- 
quent promotions led to his appointment 
last year as associate manager. 


coupons which represent cash. “Each 
vear,” Mr. Budinger explained, “the 
Franklin will set aside from 20% to 30% 
of the fund accumulated to create an 
emergency account which will earn 3% 
at compound interest. This is a separate 
and distinct account which has no bear- 
ing on the life insurance portion of the 
plan.” 

Mr. Budinger stressed the importance 
of knowing the sales talk for this plan. 
He admitted that at first he was skep- 
tical of it but soon discovered that the 
home office pattern of a planned presen- 
tation was “good advice.” He took some 
time off to learn the sales talk and was 
happily surprised at the results achieved 
thereafter. 
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A report to President Eisenhower 
stressing the need of more liberal Ameri- 
can trade and _ tariff policies as a 
prerequisite to fuller convertibility of the 
pound with other currencies has at- 
tracted wide international attention in 
newspapers. The report was made by 
Lewis W. Douglas, former Ambassador 
to Court of St. James and now chairman 
of Mutual Life of New York. 


Because it has set up a model car 
pool system for its employes, Occidental 
Life of California was presented with a 
copy of a resolution by the Los Angeles 
City Council commending the company 
for its contribution in lessening traffic 
congestion in and out of the downtown 
Los Angeles area. 

According to Councilman Gordon 
Hahn, sponsor of the resolution, more 
than 25% of Occidental employes partici- 
pate in ride clubs which sprang up out 
of necessity during World War II and 
continued to grow in subsequent years 
as a convenience for drivers, riders, and 
the company. 

Personnel Director Ralph Nelson, who 
devised the system at Occidental which 
is now under study by the Chamber of 
Commerce explained that each new em- 
ploye receives a code number which 
corresponds to a coded area on a map 
showing where he lives. 

If he has a transportation problem, 
he is put in touch with employes with 
the same code number who drive their 
cars from or through his area. 

In many cases, four or five employes 
who would otherwise drive their cars 
individually into the downtown area now 
travel in a single auto, and rotate the 
driving chores from week to week. 


Samuel Hirschmann of Johannesburg, 
South Africa, is the new president of the 
Sun Life of Canada Macaulay Club. He 
paid for $1,542,600 in club year. 

Mr. Hirschmann speaks four languages 


H. C. Rose’s 2 Large Policies 
Issued by National Life of Vt. 


The National Life of Vermont has 
just issued its first single policy for 
$500,000 on one life. Agent was Harold 
C. Rose of New York City, for many 
years a Life and Qualifying member of 
MDRT. The case was placed through 
the John Kellam agency of New York 
City and New Canaan, Conn. 

Mr. Rose also arranged a $250,000 pol- 
icy with the National Life, resulting in 
one of the first two cases in the com- 
pany which brought the total amount in 
force on one life to $500,000. : 

The $500,000 case in a single policy 
which was written by Mr. Rose was in- 
vestment type of insurance purchased by 
a member of a prominent financial firm 
on a transfer of capital basis, a favorite 
sales idea of Mr. Rose. 

Each of these cases placed by Mr. 
Rose in the National Life is a part of a 
larger line. 


Gordon L. McRae has been appoinied 
an officer of the Northwestern Mutual 
Life. His promotion to assistant counsel 
has been announced by G. M. Swan- 
strom, general counsel for the Mil- 
waukee firm. 

Mr. McRae is a 1948 graduate of the 
University of Minnesota Law School, 
where he was a research and teaching 
assistant. From 1948 to 1951 he was law 
clerk for United States District Court 
Judge M. M. Joyce for the District of 
Minnesota. He spent the following year 
as a partner in the law firm of Smith, 
Becklund and McRae at Bemidji, Minne- 
Sota, 

In 1952, Mr. McRae joined Northwest- 
ern Mutual Life as attorney and has 
been. primarily responsible for legal 
problems arising out of the insurance 
transactions of the company. 


and shares with his wife an intense in- 
terest in music and travel. They included 
London and Stockholm in the past sum- 
mer’s vacation. His unit now leads 
all the units of the company in volume 


production. Uncle Francis. 


Franklin Life Appoints 


the Franklin Life of Springfield, 
bert 


charge of the New England states. 


Mr. Stermer has been associated in 
the insurance business since 1950 when 
Life in 


he joined the Acacia Mutual 


R. L. Stermer General Agent 


Ralph L. Stermer has been appointed 
general agent in Providence, R. I., by 
; Ml. outstanding record in personal produc- 
according to an announcement by AI- : : 


Mehrbach, Jr., vice president in 





Newark, N. J. The same year he trans- 
ferred to their Rhode Island branch, 
and for the past year has been asso- 
ciate manager of Acacia’s Providence 
office. A specialist in selling retirement 
income, Mr. Stermer has established an 


tion in conjunction with his managerial 
work. 

A major with the Army during World 
War II, Mr. Stermer is active in Re- 
serve affairs, and is secretary of the 
1032nd USAR School in Providence. 


















































SIR PLUS says: for Your surplus BUSINESS INSURANCE, 
PENSIONS, PROFIT-SHARING PLANS, SEE CM 


1. Use of income settlements guaranteed by con- 5 
tract to corporations and partnerships 


special help on difficult cases 


4, “Combination” plans available (with deposit ad- 


ministration by CM on pension 


Facts, Figures, Proposals 


Albany 1, N. Y., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. 
Atlanta 3, Ga., P. L. Bealy Smith, 
Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
307 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bldg. 
Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 
Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire St. 
Bridgeport 3, Conn., Harry E. Duffy, 
Bridgeport-City Trust Co. Bldg. 
Buffalo 2, N. Y., Jack O'Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bldg. 
Chicago 3, Ill., W. G. Van der Voort, 39 South LaSalle St. 
Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle St. 
Chicago 3, Ill., James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Columbus 15, O., Victor K. Miller, Beggs Bldg. 
Dallas 1, Tex., Everett F. White, 107 North Field St. 
Davenport, Ia., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Robert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 
U. S. National Bank Bldg. 
Des Moines 9, Ia., Sherry R. Fisher, Fleming Bldg. 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bldg. 
Erie, Pa., James J. Reid, Palace Bldg. 
Fort Worth 2, Tex., Thomas N. Moody, 
W. T. Waggoner Bldg. 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 
Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 
Houston 2, Tex., The Shepherd Agency, Esperson Bldg. 


Individualized home office proposal service and 


Flexibility of CM change of plan clause 


Ss 


near you 


plans if desired ) 


gladly furnished. Phone or 


Huntington 9, West Va., R. Homa Houchin, 

First Huntington Nat'l Bk. Bldg. 
Indianapolis 2, Ind., Claude C. Jones, 

1812 North Meridian St. 
Jacksonville 2, Fla., Victor W. Wilson, Lynch Bldg. 
Kansas City 6, Mo., L. B. Leach, 1016 Baltimore Ave. 
Knoxville 02, Tenn., Harry M. Watson, 

Hamilton National Bank Bldg. 
Long Beach 12, Calif., C. Carter Schneider, 

F. & M. Bank Bldg. 
Los Angeles 5, Calif., Melzar C. Jones, 

3440 Wilshire Blvd. 
Los Angeles 17, Calif., Edward B. Bates, 

609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 
Miami 32, Fla., F. R. Anderson, Pan American Bk. Bldg. 
Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bldg. 
Minneapolis 2, Minn., Frank J. Lynch, 

Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffett, 814 Church St. 
Newark 2, N. J., Edward C. Jahn, 

The Commerce Court Bldg. 
New Orleans 12, La., Thomas F. Barrett, Jr., 

Factors Bldg. 
New York 6, N. Y., The Fraser Agency, 

J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 St. 
New York 17, N. Y., Halsey D. Josephson, 527 Sth Ave. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin St. 
Oklahoma City 2, Okla., Robert H. Carter, 

Republic Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 
Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bk. Bldg. 
Philadelphia 3, Pa., John C. Knipp, Jr., Architeets Bldg. 


« Wide range of life insurance and annuity plans 


Liberal discount of future premiums — as many 
as 20 premiums at 214% 


The on-the-spot know-how of the general agency 


Excellent competitive net cost on all plans 


- High return to beneficiary 
(1953 rate — 314% ) 


write our nearest office. 


Philadelphia 3, Pa., Vernon S. Mollenauer, 
1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bldg. 
Providence 3, R. 1., Walter K. R. Holm, Jr., 
Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 
Lincoln-Alliance Bank Bldg. 
Rockford, Ill., Francis P. Beiriger, 
Rockford News Tower 
Rutland, Vt., C. Carlton Coffin, Jr., Mead Bldg. 
St. Louis 1, Mo., Jack Hensley, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach, 
Pioneer Bldg. 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 
Frost National Bank Bldg. 
San Diego 1, Calif., Alpheus J. Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 
315 Montgomery St. 
Seattle 1, Wash., Edward U. Banker, 
1411 Fourth Ave. Bldg. 
South Bend 1, Ind., P. A. Hummel, 527 Sherland Bldg. 
Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg. 
Springfield 3, Mass., Wallace C. Brunner, 95 State St. 
Syracuse 2, N. Y., Limon F. Styles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, United Savings Bldg. 
Utiea 2, N. Y., Frank H. Wenner, 
Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 
Woodward Bldg. 
Wichita 2, Kan., O. Lynn Smith, 
Kaufman Building 
Wilkes-Barre, Pa., Frank Carlucci, 44 West Market St. 
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Liberty Life Appointments 
The following appointments have re- 
cently been Liberty Life, 
Greenville, S. C.: 

Dayton D. Hulburt, formerly of Rich- 
mond, Va., has been appointed agency 
assistant in the Ordinary division. 

R. J. Malcolm, formerly Ordinary 
manager in the Charleston, S. C., branch 
office, has been appointed manager of 
Ordinary branch 


made by 


the Richmond, Va., 
office. 

Ralph H. Seigler, formerly Ordinary 
manager in Durham, N. C., has been ap- 
pointed manager of the Tampa, Fila., 
Ordinary branch office. 

J. Doyle Smith, formerly Ordinary 
manager in Columbia, S. C., has been 
appointed regional manager, Ordinary 
division, for eastern South Carolina, in- 
cluding the Columbia, Florence, and 
Charleston branch offices. 

Wallace H. Owings, formerly Ordinary 
associate manager in the Columbia, S. C., 
branch office, has been appointed mana- 
ger of the Augusta, Ga. Ordinary 
branch office. 

Wade H. Stack, formerly combination 
manager in Statesville, N. C., has been 
appointed manager of the new combina- 
tion branch office in Morganton, N. C. 


Estate Planning Classes 

Stuart A. Monroe, director of field su- 
pervision of Mutual Benefit Life, will 
be the instructor in classes in Estate 
Planning, conducted by The School of 
Insurance of the Insurance Society of 
New York, beginning September 21. As- 
sociated with him in conducting the 
course is B. William Steinberg, CLU, 
general agent for Massachusetts Mutual. 

This first part of the School’s Estate 
Planning series includes an introduction 
to Estate Planning, forms and character- 
istics of property, instruments for dispo- 
sion of property, the Federal estate, gift 
and income tax laws, and a detailed 
treatment of business insurance. Con- 
siderable time is devoted to the various 
types of business organizations. their 
individual problems relating to disposi- 
tion of interests, reorganization valuation 
and other tax matters. The second part 
will include the place of the will in 
estate planning, the use of trusts and 
gifts of property. The major portion 
of the second half will dwell on the 
analysis of actual cases and the prepara- 
tion of the estate report. 

In the entire course, stress is placed 
on developing the practical technical 
skills necessary for life insurance selling. 





LIAMA School in Chicago 

Chicago was the scene of the Life 
Insurance Agency Management Associa- 
tion’s Ordinary School in agency man- 
agement from July 13 to 24 Classes 
conducted by the company relations staff 
of the Association, were held at the 
Edgewater Beach Hotel. 

Eighty-three managers and home of- 
fice executives from 38 companies were 
in attendance at this, the seventh school 
of 1953, the 120th since their founding 
in 1929. 

Continuing the custom of electing offi- 
cers for each class, the school selected 
the following officers: 

President: C. Ed Tussey, CLU, as- 
sociate general agent, Massachusetts 
Mutual, St. Louis; vice president: Karl 
E. McNamara, branch manager, Imperial 
Lite of Canada, Montreal; secretary: 
Oliver M. Wilhelm, field manager, 
Phoenix Mutual Life, Hartford; treas- 
urer: Raymond L. Smith, vice president, 
Zankers Security Life, Des Moines; ser- 
geant-at-arms: Jack: W. Chivers, district 
manager, Industrial Life, Montreal. 

The school staff was headed by Brice 
F. McEuen, director of schools; and 
included Lewis W. S. Chapman, CLU, 
director of company relations; Burkett 
W. Huey, director of consultations; 





William H. Whorf, senior consultant; 
and Stanford Y. Smith, consultant. 





Mutual Trust Convention 


Mutual Trust Life’s regional conven- 
tion was held recently for the eastern 
agency group at Bedford Springs Hotel, 
Bedford, Pa. The convention was opened 
with a dinner and a reception and busi- 
ness sessions were held the following 
two days. 

Highlight of the program was a unique 
reception, patterned after a presidential 
convention. Raymond Olson, president 
of the company, presided as chairman, 
and Agency Secretary Charles H. Kiefer, 
handled the roll call of the delegates. 

A panel discussion based on the radio 
program “What’s My Line” was built 
around the subject “What’s Your Prob- 
lem.” In addition a second panel discus- 
sion was built around the subject “Hab- 
its Take Practice.” Speakers for the 
business sessions represented field and 
the home office. The regional convention 
closed with a banquet at which President 
Raymond Olson gave a brief address and 
presented the winners of the Edwin A. 
Olson Memorial Award. The winning 
agent was Howard M. Katzen of Bergen- 
Eiber Agency, and the winning general 
agent was Lester I. Lester, general agent 
for Mutual Trust in New York City. 





Wood Agency Anniversary 


The Freeman J. Wood Agency, Chi- 
cago, has completed 20 years of repre- 
senting Lincoln National Life and during 
that time has established itself as one 
of the outstanding agency groups in the 
company’s entire organization. Produc- 
ing business at the rate of more than 
$10,000,000 a year, the Wood organiza- 
tion ranks second among all agencies 
of the company in total paid production 
in the first six months of 1953. It was 
third for 1952 and second in 1951. 

This year, the Freeman J. Wood 
agency capped its 20 years with the Lin- 
coln National Life by gaining first place 
among all company agencies in competi- 
tion for the Group I President’s Month 
plaque. It had _ previously won this 
plaque in 1940, 1941, and 1945, and placed 
second in the 1952 competition for it. 
This plaque is awarded to the agency 
with the largest average paid production 
per agent during the company’s Presi- 
dent’s Month contest in May. 

Mr. Wood started his agency from 
scratch in 1933, and the following year 
was fifth among all Lincoln National 
agencies in paid business. The agency 
has continued to hold top position among 
the leaders throughout the years. 

















in completed applications is a 
challenging and profitable ob- 
jective for both the experi- 
enced and the more recently 
recruited field associate. The 
Company's experience proves 
that consecutive weekly pro- 
duction and quality business 
go hand in hand. The Company 
is proud of its 141 field rep- 
resentatives whose One-A- 
Week Club records range up- 
1,850 consecutive 


ward to 


weeks, the average being well ,m 


over 8 years. 
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Stephen Lounsbury Dead 


Stephen Lounsbury, 78, for many years 
with The Travelers in New York Cit 
died this week. He was a descendant of 
a Westchester and Connecticut family 
which came to this country in 1652, His 
grandfather, Stephen Lounsbury, was q 
merchant and shipowner and was post- 
master in Bridgeport, Conn. He left q 
widow, two daughters and four grand. 
children. 

After leaving school Mr. Lounsbury 
worked for the Great Northern Railroad 
where he remained until 1918 when he 
joined The Travelers and was associated 
with the Group department in New York 
City until his retirement in 1945, He was 
a Royal Arch Mason, Knight Templar 
and Mecca Temple Shriner. 


Mutual Benefit Life to 
Hold Supervisors Meeting 


The 1953 supervisors conference of 
Mutual Benefit Life of Newark, N. J, 
will be held September 9-18 at the 
Drake Hotel in Chicago. At the meeting 
emphasis will be placed on sales ideas 
and markets. In addition attending su- 
pervisors will be informed of the sales 
promotion material available to the field. 
A course on advanced underwriting for 
supervisors and agents will also be intro- 
duced at the conference. General Agents 
Paul W. Cook, CLU, Chicago, and Rob- 
ert W. Wilkinson, Minneapolis, will dis- 
cuss various phases of agency manage- 
ment. 

A series of panel and round-table dis- 
cussions will cover all phases of the 
supervisor’s duties, including recruiting, 
selection, training, supervision, planning 
and money management. Nominator re- 
cruiting interview techniques will be 
demonstrated by Charles R. Soleau, 
Pittsburgh. Recruiting interview  tech- 
niques will be demonstrated by Gerald 
J. Franksen, Minneapolis. Round-table 
moderators will include members of the 
home office staff and the following field- 
men: Assistant General Agent Arthur G, 
30ardman, Boston; Thomas E. Duane, 
Akron; Harold Buchanan, Washington, 
se ee 


Director of Field Training H. Douglas 
Palmer, assisted by Management Train- 
ing Supervisor H. Preston Smith, Direc- 
tor of Field Supervision Stuart A. 
Monroe, Assistant Director of Agency 
Personnel Wilbur E. Hintz, will conduct 
the ten-day conference which will be 
concluded by a dinner on September 17. 

Other supervisors selected to attend 
the conference are: Robert D. Beckman, 
Indianapolis; Edward J. Winters, N. Y.- 
Nashem; Richard H. Hogan, Little 
Rock; C. Alonza Jensen, Houston; James 
M. Johnson, Cincinnati; Andrew C. Mc- 
Bride, N. Y. - William St.; John L. Ogle, 
Pittsburgh and Ralph M. Wenzel, Lex- 
ington. 


Institute Broadcasts 

Three timely programs on “Highway 
Safety,” “Neurosis,” and “Rehabilitation” 
will be dramatized on “The Search That 
Never Ends” by the Mutual Broadcast- 
ing System in cooperation with the Insti- 
tute of Life Insurance during September. 

“Highway Safety,” focusing its micro- 
phones on the Labor Day weekend, will 
feature Ned Dearborn, president of the 
National Safety Council as guest speaker. 

The program on neurosis with title 
“The Nervous Wreck,” will present as 
guest speaker Dr. Paul Lemkau, pro- 
fessor of Public Health Administration 
in Mental Hygiene, John Hopkins Uni- 
versity. 

The medical and sicentific steps that 
are being taken to rehabilitate cardiac, 
tuberculosis and other type patients for a 
useful role in society will feature Ed- 
ward Hochauser, director of the famed 
Altro Workshop, as guest speaker. 

Dr. Louis I. Dublin, the Institute’s con- 
sultant on health and welfare, will in- 
troduce the guest speakers. 

These |programs will be heard 
Tuesday’s and are broadcast from 9:05 to 
9:30 p.m., EDT, and originate in the 
WOR-Mutual studios, New York. 
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“This is the kind of a job where 


Ican LOOK UP | : 
to MYSELF” 


By B. B. Equitable Society Representative 








Maybe the reason I can look up to myself is because the folks 
I’ve helped over the years can sort of look up to me... 


Folks like Jim Britt. He likes to smoke his pipe on his 
front porch. Whenever I pass his house Jim’s smile tells 
me how grateful he is that I talked him into that retirement 
policy years ago. Thanks to the fact that Jim listened, he’s 
independent today. There’s a lot of peace and happiness in 
Jim’s mind because once a month there’s a good-sized 
Equitable check in Jim’s mailbox. 


I’ve made a lot of different friends like Jim Britt over 
the years by solving their different insurance problems. 
These friends look up to me, just as my family looks up to 
me, because in doing what I like to do, I’ve been a good 
provider ...and a good asset to my community. 


If I had it to do all over again, I’d still do the job that 
enables me to look up to myself. And I’d do it again with 
a company that I can look up to with the greatest pride, 
the Equitable Society! 




























393 Seventh Avenue, New York I, N. Y. 









One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society 






serves his community by selling life insurance. 
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Mr. Dickstein Honored on 30th Milestone 


With Crown Life; Heads Three Agencies 








Reading left to right: Joseph Dickstein, Mrs. M. Dickstein, Mr. Dickstein 
and Sorrell Dickstein. 


M. Dickstein who heads three big 
agencies for the Crown Life of Toronto 
—the Montreal Centre and Spadina Col- 
lege in Canada and the New Jersey Life 
Associates in Newark, N. J. of which he 
is president—was the guest of honor 
recently at a dinner in Montreal. The 
occasion was his 30th anniversary with 
the Crown Life and the attainment of 
$100,000,000 of insurance in force by the 
three agencies. 

The dinner was highlighted by the 
presentation of an oil portrait of Mr. 
Dickstein by the well known Israeli 
artist, Moishe Matus. H. R. Stephen- 
son, president of the company, made the 
presentation and in his remarks he re- 
ferred to Mr. Dickstein’s outstanding 
service both to the Crown Life and to 
the community. He declared that reach- 
ing the goal of $100,000,000 was in itself 
a tribute to his zeal and devotion. 

Speakers at the dinner included C. F. 
W. Burns, vice president, F. W. Hill, 
vice president and actuary; P. McDon- 
ald, vice president and secretary; A. F. 
Williams, vice president and _ superin- 
tendent of agencies; and Rene Pelletier, 
manager for Montreal Laurentian; Harry 
Herlich, Montreal Centre; M. Sato, 
Spadina College; J. H. Clements, New 
Jersey. I. M. Gilbert, superintendent of 
agencies acted as chairman. 

Samuel Bronfman, president of the 
Canadian Jewish Congress and a long 
time associate of Mr. Dickstein, also paid 
tribute as did Michael Garber, Q.C. and 
Leon Crestohl, Q.C., member of Parlia- 
ment for Cartier. 

Standing of the Agencies 

In the Crown Life’s club year which 
closed June 30, the three agencies headed 
by Mr. Dickstein made creditable rec- 
ords. The Montreal Centre office, invari- 
ably top contenders each June, ranked 
in second place in the President’s Cup 
group. Previously this agency won the 
cup in 1940, 1942, 1948 and 1952. This 
is the eighth time that Montreal Centre 
has finished in second place. Its leading 
agent was M. Lerner who qualified for 
the third time. 

Personally Mr. Dickstein has qualified 
on 12 occasions as an officer of the 
President’s Cup division and has now 
been a Crown leader for 25 times. 


The top club member in Spadina Col- 
lege agency was S. Grossman who has 


qualified for seven years as a club mem- 
ber and has one Crown Leader qualifica- 
tion. Another big producer was J. 
Demetre who has six club qualifications 
to his credit. On ten occasions he has 
qualified for the Crown Leaders Corps. 

New Jersey Life Associates, which ex- 
ceeded its production quota by a wide 
margin, took fifth place in the club com- 
petition. This is the seventh straight 
year that the agency has surpassed its 
quota. It is also listed in the managers’ 
section of the Crown Leaders Corps. 

J. H. Clements, general agent in New- 
ark, ranked in second place in the Crown 
Leaders Corps. He had been a top con- 
tender for the No. 1 position but was 


Michael F. Barnes Named 


Michael F. Barnes, agency administra- 
tion coordinator for Occidental Life of 
California, has been named _ assistant 
superintendent of agencies, Vice Presi- 
dent William B. Stannard announced. 

Mr. Barnes will continue to make his 
headquarters at Occidental’s Los Angeles 
home office, Mr. Stannard said. He will 
devote a considerable portion of his time 
in his new post to the company’s rela- 
tions with its agencies in Canada. 

A native of Utah, Mr. Barnes joined 
Occidental in 1939 in the controller’s 
department, and six months later left to 
serve with the Canadian army. In six 
years he rose from private to Lt. - Colo- 
nel, and returned to Occidental in 1945 
to become chief clerk of the accident and 
sickness department. 

In 1946 he became manager of the 
policy issue department, did special field 
work in Canada in 1949 for controller, 
served as planning analyst in 1950, and 
at the end of 1951 was qualified as a 
senior life underwriter. Earlier this 
year he was put in charge of Occiden- 
tal’s term conversion program. 





nosed out during the final month of the 
competition. In 1952 he was president of 
the agents’ section of the Crown Life 
Club. Among other high-ranking gen- 
eral agents from New Jersey were R. J. 
Moraff who ranked fourth in the Lead- 
ers Corps and maintained his position 
for the second straight year as regional 
vice president for eastern United States 
and as branch vice president; S. E. 
Leiwant, CLU, Jersey City, who again 
ranks near the top on the Crown Lead- 
ers’ list; A. J. Wohlreich, fourth New 
Jersey Crown leader; A. J. Bernstein, 
who achieved Crown Leaders’ rank for 
the first time, and Morris- Daly Asso- 
ciates, Newark, who also gained their 
first Leader qualification. 





Issue Ages 0-14 
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another attractive addition to 


GUARDIAN’S quality line of 
LIFE POLICIES 


The Junior Guardian 


Premiums payable to age 65 


Each unit of $1,000 increases to $5,000 at age 
21—with no increase in premium. 


Get full information from 
your nearest GUARDIAN office. 


LIFE-ACCIDENT AND HEALTH 


He GUARDIAN & Levee Gopery OF AMERICA 


FIFTY UNION SQUARE 


OVER A BILLION DOLLARS 





NEW YORK 3, N. Y. 


INSURANCE IN FORCE 











“Tax Shelter in Business” 
Study by Casey and Lasser 


In a new research study, “Tax Shelter 
in Business” by William J. Casey and i 
K. Lasser and published by Business 
Reports, Inc., strategies and policies 
through which a business may hope to 
hold its own and even grow in the face 
of today’s tax structure are discussed, 

With the Federal Government a silent 
partner, participating in the winnings 
and not always sharing in the losses, the 
businessmen who have made their com- 
panies grow stronger and expand during 
the postwar period are those who know 
how to protect their operation from an 
excessive call from the tax collector. In 
their study, Messrs. Casey and Lasser 
cite dozens of methods and scores of 
instances by which leading businesses 
and leading businessmen have moved in 
recent years and are moving today to 
protect their operations from the tax 
structure. 


Work Cites Specific Examples 


The authors show, for example, how 


Henry Kaiser and Robert Young have 
used losses to acquire profitable busi- 
nesses; how the sensational real estate 
operator, Bill Zeckendorf, gave himself 
a liquid position and substantial tax pro- 
tection by merging his real estate oper- 
ation into an unsuccessful investment 
trust; how Sears Roebuck shifted its 
financing operations to realize the say- 
ings which borrowed capital yields to- 
day; how hotel man Conrad Hilton used 
various tax deals to build his $10 million 
hotel chain; how Roger Stevens, by tail- 
oring his financing to the tax structure, 
acquired the Empire State Building, and 
other large properties in Boston and 
Philadelphia; how the Ford Motor Co. 
used a distributorship to develop a capi- 
tal position for its executives; how Co- 
lumbia Broadcasting System hunts tal- 
ent by offering capital gain deals; how 
Gillette Safety Razor, Georgia Pacific 
Plywood, Ashland Oil & Refining have 
offered tax-free stock deals and capital- 
gain payouts of future earnings to ac- 
quire additional earning power and tap 
liquid capital locked up in smaller cor- 
porations; how Royal Little built up his 
textile company by the use of such tax- 
exempt institutions as charitable trusts, 
profit-sharing trusts, Puerto Rican cor- 
porations and even local governments, 

Included in the work are sections deal- 
ing with such items as the use of 
advertising and promotional expenditures 
as tax shelter and an evaluation, with 
specific examples, of research as a tax 
limiter. It also explains the favorable 
economics of leasing plant and equip- 
ment and selling physical assets and 
leasing them back, which operations 
have sharply altered financing methods 
and practices and have created opportu- 
nities for insurance companies and other 
organizations seeking outlets of invest- 
ment funds. 


Business Insurance as a Tax Aid 


Of particular interest to insurance men 
is the section on the advantages, tax- 
wise, of business insurance. The authors 
show how life insurance can support a 
business by underwriting future earning 
power with corporate dollars which would 
otherwise be heavily taxed when distrib- 
uted as dividends. The Casey - Lasser 
study gives a detailed method of evalu- 
ating the use of business funds for 
insurance. 

This is the third “Tax Shelter” study 
by Casey and Lasser. The other two, 
“Tax Sheltered Investments” and “Tax 
Shelter for the Family,” have been re- 
printed several times because of the 
nationwide demand for copies. Now 
“Tax Shelter in Business” is published 
because of the demand from business 
and professional men for the same 
Casey - Lasser type of information and 
guidance in sheltering business transac- 
tions. 
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Elliott Succeeds Chase at Syracuse for Northwestern Mutual 


PHILIP R. CHASE 


The appointment of J. Kenneth Elliott, 
Kewanee, Ill, as general agent for 
Northwestern Mutual Life at Syracuse, 
N. Y., effective September 1, has been 
announced by Vice President and Di- 
rector of Agencies Grant L. Hill. Mr. 
Elliott succeeds Philip R. Chase, CLU, 
who has resigned his general agency 
duties to devote his efforts to personal 
production. 

Born in Williamsfield, Ill., Mr. Elliott 
received his Bachelor and Master’s de- 
grees from Knox College and the Uni- 
versity of Wisconsin. Following eight 
years’ experience in the field of educa- 
tion as a high school teacher, coach and 
principal, he joined Northwestern Mu- 
tual Life’s Peoria, Ill. agency in 1935. 
Appointed district agent in Kewanee, 
Ill, in 1946, Mr. Elliott built and main- 
tained one of the company’s leading 
district agencies. He has won a num- 
ber of sales honors and in 1948 led the 
entire company in number of lives in- 
sured. 

Active in civic affairs, he is president 
of the Knox College Alumni Association, 
and a past president of the Kewanee 
Rotary Club. 

Mr. Chase joined Northwestern Mu- 





Booklet on Insurance as 


Career as Well as Job 


One of the principal problems of the 
insurance companies is that of person- 
nel. Every year many youngsters right 
out of high school enter the ranks but 
their stay is often short due to a variety 
of reasons. In an effort to improve this 
condition and educate these youngsters 
as to their future positions in the in- 
surance industry, the Insurance Society 
of New York has published a new book- 
let entitled, “A Career as Well as a 
Job for You in Insurance.” This book- 
let, issued in two colors with 12 pages, 
outlines briefly and simply the advan- 
tages of improving ones position by 
enrolling in the fall term classes which 
are now being formed at the School of 
Insurance. 

Copies have already been mailed to 
the companies and additional copies are 
available to all concerned by writing to 
the Insurance Society of New York, 
16 Liberty Street, New York City. 

The book was written and prepared 
by Parker-Allston Associates, Inc., well 
known insurance advertising agency at 
116 John Street, New York. 


ERNEST ACKERMAN DIES 

Ernest Ackerman, 74, an employe of 
the London Life for many years, died re- 
cently at his home in Toronto, ‘Ont. He 
had been manager of the Bloor - Bathurst 
branch of the firm in Toronto as well 
as manager of branches in Orillia and 
Hamilton, Ont. He retired 12 years ago. 





J. KENNETH ELLIOTT 


tual Life in 1927 and was appointed 
general agent in 1947. He is president 
of the Syracuse Chamber of Commerce 
and of his community’s Boys’ Club. Also 
active in underwriting affairs, he is the 
immediate past president of the New 
York State Association of Life Under- 
writers and a past president of the 
Syracuse Association of Life Under- 
writers. 


Relations of Lawyers 


COMMENTS BY JOHN BARKER, JR. 


General Counsel of New England Mutual 
Addresses Insurance Section of 
Bar Assn. 


There is a lesson for lawyers in the 
progress which the life insurance indus- 
try has made in indoctrinating its repre- 
sentatives in the field of insurance pro- 
gramming and related problems of estate 
planning, John Barker, Jr., vice presi- 
dent and general counsel of New Eng- 
land Mutual, said in a talk before the 
Insurance Section of American Bar As- 
sociation at its annual convention in 
Boston last week. 

“The average life underwriter, who 
has received training in estate planning 
through a variety of media, has no desire 
to usurp the prerogatives of the lawyer. 
The insurance man’s client, however, 
naturally tends to consult an advisor 
who has adequately prepared himself to 
render help in the legal aspects of estate 
planning,” said Mr. Barker, who urged 
the organized bar “to devote its energies 
to the training of its own members to 
meet the public demand for competent 
and qualified service in this important 
field.” 

Mr. Barker, who spoke on the subject 
“Objectives of the Conference of Law- 
yers and Life Insurance Companies,” has 
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Introduced only a short time ago, MASTERPLAN 


in its first full two months accounted for 18% of the company’s 


sales. Average size policy was $6,394.00. 


General American men find ihe versatility of MASTERPLAN 


popular. Actually MASTERPLAN is many policies in 


one. It gives the insured the guaranteed right to choose 


later the plan that best meets his needs then. It gives cash 


endowment privileges with continued protection 


. offers a sound savings plan where the insured can 


get back more than he pays in. 
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“Takes the IF out of LIFE” 


for the agent as well as the prospect, 


For further information write Frank Vesser, Vice President 


General American Life 


One of the nation’s leading mutual legal reserve companies 
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JOHN BARKER, JR. 


been chairman of the Joint Committee 
on Practice of Law since it was first 
created in 1951 by the governing boards 
of A.L.C. and L.LA.A. His talk traced 
the history of the joint sessions between 
this Committee and the Standing Com- 
mittee on Unauthorized Practice of the 
American Bar Association, leading to the 
ultimate fusion of these two groups into 
the National Conference of Lawyers and 
Life Insurance Companies. He stated 
that this conference is intended as a 
permanent medium of liaison between 
the life insurance industry and_ the 
American Bar. 

One of the basic purposes of this Na- 
tional Conference has been to imple- 
ment the “National Statement of Prin- 
ciples of Cooperation Between Life Un- 
derwriters and Lawyers” which was is- 
sted in 1948. During the first two years 
of its formal existence, the conference 
has stressed the educational objective 
both through the medium of formal in- 
struction and the seneral dissemination 
of information. This has been accom- 
plished through the instruction courses 
sunervised by the American College of 
Life Underwriters. A report has also 
been prepared on the functions of home 
office counsel in disseminating legal in- 
formation. 

Another important feature of this joint 
effort is that it is a “two-way street.” 
and the lawver should also be cantioned 
to follow the established standards. 

“This noteworthv cooperation in han- 
dling the potentially explosive problem 
of unauthorized legal practice is a credit 
to the good jndement of both parties 
Mr. Barker said. “since it is clear that 
both grouns would suffer if their contra- 
versies led t to internecine strife and liti- 
gation.’ 

Tn concluding. he expressed the hone 
“that the conference will enlarge its 
original purnoses and embark unon a 
crusade to improve the auality of the 
practicing lawver’s contribution to the 
estate planning team.” 


Alwin Lewis Dies 

Alwin Lewis, associate actuary of 
Pacific Mutual Life, died of a sudden 
heart attack recently. 

Born at Boston in 1906, Mr. Lewis’ 
boyhood was spent in Southern Cali- 
fornia where he was graduated a mathe- 
ore major from the University of 
California at Los Angeles in 1927. He 
entered the actuarial department of 
Pacific Mutual immediately upon gradu- 
ation. He became assistant actuary of 
the company in 1942 and associate actu- 
ary in 1950. He has been president of 
the Los Angeles Actuarial Club and of 
the Actuarial Club of the Pacific States, 
the latter in 1952. In addition to his 
responsibilities as associate actuary, Mr. 
Lewis was manager of Pacific Mutual’s 
actuarial department. 
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4 GREAT COLLEGE OF 
INSURANCE 

The School of Insurance, conducted by 

Insurance Society of New York of which 


Arthur C. 
and issued a brochure of its courses for 


Goerlich is dean has published 


1953-4, and it is a most impressive pre- 
sentation of what can be studied by the 
thousands of students aiming to make 


f 
themselves better insurance men and 


women. In every respect this is a col- 


that is, in every respect except the 





fact that the courses are held in rooms 
spread throughout the city. It is hoped 
that some day the Insurance Society of 
New 


tivities, including the college and the So- 


York, with its many valuable ac- 


ciety’s library, will have its own building, 
one, for instance, similar to that occupied 
by the Chartered Insurance Institute of 
London which is sponsored by the insur- 
ance companies of Great Britain. 

The Insurance Society of New York 
is now an international institution as 
students in one year came from Japan, 
Iran, Norway, Philippines, Sweden and 
South America. The faculty alone of the 
outstanding. There are 130 


Most of them are executives 


college is 
lecturers. 
of insurance companies, or representa- 
tives of insurance brokerage firms. Such 
industry organizations as American Ma- 
rine Hull Insurance Syndicates, General 
Adjustment Bureau, Inc., National Asso- 
ciation of Insurance Agents, Bureau of 
Accident and Health Underwriters, and 
National Cargo 
lecturers. So is New York 
Department, New York 


Bureau, Inc., are also 
furnishing 
State Insurance 
City’s Board of Education, such colleges 
as Columbia, New York University and 
College of the City of New York. Banks 
their staffs to 


also send members of 


lecture. 


The Insurance Society of New York 
was founded in February, 1901. At first 
the instruction took the form of monthly 
dinner - meetings at which leading insur- 
ance men accepted the invitation to talk 
given by Robert P. founder 
of the Society and his group of 92 organ- 
In 1914 addresses 
were planned in series over a period 


3arbour, 
izers of the Society. 


of two years to cover the fire insurance 
contract. More formal education on a 
course basis began in 1917 when classes 


were started by a group of fire men. 


Casualty, life and other groups became 
interested and the work of education 
spread rapidly. 

The Society was incorporated in 1929. 
Membership of the Society is now 2,000, 
including many of the insurance leaders. 
The School is approved by the Board of 
Regents under Section 22 of the Regula- 
tions of the Commissioner for Higher 
Education of the University of the State 
of New York. In 1946 the formal educa- 
tion had been increased to such a size 
that it was decided to designate this 
function of the Society as a school and 
to give the title of dean to its admin- 
istrative head. Today the school, in 
addition to an administrator has four 
administrative assistants, a registrar and 
a complete staff of clerks. The student 
body numbers 2,600. 

The School of General Studies of Co- 
lumbia University and the School of In- 
surance of the Insurance Society of New 
York, Inc., are cooperating in a plan 
that extends the ideas of adult education 
into new and comparatively unexplored 
channels. 





Sherwin Badger, vice president, New 
England Mutual Life, Boston, was re- 
cently elected a director and a member 
of the executive committee of the Massa- 
chusetts Business Development Corpora- 
tion. 

* * &* 


James Rassmussen, New England Mu- 
tual Life, Minneapolis, was recently pre- 
sented with the Minnesota Power and 
Light Co. “Private Enterprise” award. 
A former president of the Grand Rapids, 
Minn. Junior Chamber of Commerce, Mr. 
Rassmussen has been chairman of the 
board and head of committees during the 
last six years. He was cited by the 
company for initiative in his own work 
as well as for his work with the Cham- 
ber. 

oe bee 


H. E. Leiser, CLU, a general agent in 
Milwaukee for Equitable Life of Iowa, 
is the newly-elected president of the 
University of Wisconsin Alumni Asso- 
ciation of Milwaukee. 


* * * 


John T. Bryden, general manager, 
North American Life Assurance Co., 
Toronto, was named president of the 
Dominion Mortgage & Investments As- 
sociation for 1953. Association includes 
in its membership 25 insurance compa- 
nies, seven loan companies and 16 trust 
companies, administering assets of ap- 
proximately $5.7 billion. 














































































The above picture shows 26 teenagers who spent the summer punching holes 
through cardboard, perforating a total of 10 million index cards for Mutual Life 
of New York. As a result of the special project the company will be able to save 
$5,000 a year through simplification of various card-sorting operations involved in 
keeping track of 1,400,000 policies. Among the teenagers were 22 girls and four boys. 
The girls came from 13 high schools in New York and New Jersey. They worked 
five days a week for two and one-half months; liked their work and hope to spend 
more summers with the company. Their supervisor was Mrs. E. J. Extitus. 





Leo H. Dolan, producer for State Mu- 
tual Life in Bradford, Pa. has been 
elected commander of the American 
Legion’s 23rd District in Pennsylvania. 
An overseas Army veteran, Mr. Dolan 
is also active in both city and county 
American Legion activities. 


2 cee 


B. P. L. Carden, assistant general 
adjuster of the National Board of Fire 
Underwriters, in charge of the Wichita, 
Kan., catastrophe office, was guest 
speaker at the meeting of the Wichita 
Rotary Club on “Catastrophe Loss Ad- 
justment Procedure of the NBFU.” He 
was introduced by Ewing B. Fergus, 


Wichita branch manager of the Kansas 
Inspection Bureau. 


ee ak 


L. Alexander Mack, president of The 
Weekly Underwriter and its affiliated 
publications, has arrived at the age of 
70. The event was observed by a birthday 
party to Mr. Mack at Spring Lake, 
N. J., and also by a gift given to him 
by his office staff. The Weekly Under- 
writer was established in 1857 and L. 
Alexander Mack joined the paper in 
1904 


* * * 


Powell B. McHaney, president, Gen- 
eral American Life, St. Louis, has been 
elected a member of the Metropolitan 
Board of Directors of the YMCA. The 
YMCA is one of several civic or char- 
itable activities in which Mr. McHaney 
has office or takes part. 


* * * 


Dana Clarke, member of Million Dol- 
lar Round Table, and one of leading 
agents in New York City, is visiting 
some of the islands of the Mediterranean 
Sea. Mr. Clarke is a graduate of Yale 
and places his business in a number of 
companies, 


J. Simpson Hill, former Nashville, 
Tenn., insurance man, has been named 
manager of Schumacher Insurance 
Agency, Inc., of Memphis. He is also 
vice president of the agency. Mr. Hill 
was formerly state agent at Nashville 
for the Providence Washington Insur- 
ance Co., and is a member of the Hon- 
orable Order of the Blue Goose, the 
Shrine and Knight Templars. 


* * * 





Pach Bros. 
HERBERT A. PAYNE 


Herbert A. Payne, vice president and 
secretary of Home Insurance Co., is one 
of the insurance men attending the 
American Legion national convention in 
St. Louis this week. While there Mr. 
Payne will also attend the gathering of 
the founders of the American Legion 
which recently was organized. 
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“Mike” Kelleher’s Tremendous List 
of Affiliations in Boston 


Michael T. Kelleher, vice president of 
Marsh & McLennan, is one of Boston’s 
most prominent citizens and was for- 
merly fire commissioner of that city. 

If there is any representative of the 
fire, casualty and marine insurance in- 
dustry anywhere in the world who has 
more affiliations of a civic, religious, 
philanthropic and social nature than has 
Mr. Kelleher I would like to receive his 
name and publish his connections. Just 
to print Mr. Kelleher’s honors and af- 
filiations will take a lot of space, but 
here goes: 

He is a Knight of Malta, holder of 
the Grand Cross and vice president, 
Eastern Lieutenancy Association of 
Knights of the Equestrian Order of 
Holy Sepulcher. He is a trustee of Bos- 
ton Symphony Orchestra, Children’s 
Hospital, Faulkner Hospital, Northeast- 
ern University and Provident Institution 
for Savings. 

Here are Mr. Kelleher’s directorates: 
American Cancer Society, Massachusetts 


division; Boston Garden-Arena Corp.; 
Boston Mutual Life; Sheraton-Plaza 
Hotel; State Street Trust Co.; Union 
Freight R.R. Co.; United Community 
Services of Metropolitan Boston; vice 
president, West End House; William 


Filene’s Sons Co. 
He is chairman of executive commit- 
tee, National Catholic Community Serv- 


ice and national president of United 
Defense Fund. He is vice president of 
USO, Inc. 


He is a former general chairman, 
Greater Boston United War Fund 1945 
and of American Red Cross, 1941-2. He 
is a former regional director of Public 
Safety Greater Boston area (and was 
for entire period of World War II). 

Mr. Kelleher is vice president and 
executive committeeman of Massachu- 
setts Committee, Catholics, Protestants 
and Jews. He is chairman of Citizens 
Committee for the Armed Forces in 
metropolitan Boston and also of New 
England advisory committee, United 
Negro College Fund. He is chairman, 
commission on education, Massachusetts 
Hospital Association and a member of 
the Corporation, Massachusetts General 
Hospital. 

Mr. Kelleher is a member of these 
boards and committees: Boston Charita- 
ble Trust, Pan-American Society of New 
England, Armed Forces advisory com- 
mittee, First Army; City of Boston 
Executive Board, Civic Improvement 
Committee, National Citizens Committee, 
Fund raising committee of Newton Col- 
lege of the Sacred Heart. 

His clubs include Algonquin, Cam- 
bridge, Commercial and Merchants, Clo- 
ver, Elks, Knights of Columbus, Eire 
Society, Boston Aero, Friends of Boston 
Symphony Orchestra, Newcomen So- 


ciety, Charitable Irish Society, American 
Irish Historical Society, Bostonian So- 
ciety, New England Fire Chiefs Asso- 
ciation, Bank Officers Association, Cam- 











bridge Chamber of Commerce, Tim Cal- 
lahan Marching and Chowder Club. Also, 
he is a former Commander of American 
Legion. 

His honorary memberships include 
Press Club of Boston, Scots Charitable 
Society, YD Club of Boston, Interna- 
tional Association of Fire Fighters. 

On February 17, 1953, he was awarded 
a citation as outstanding Catholic by 
New Hampshire Committee of the Na- 


tional Conference of Christians and 
Jews. 
Mrs. Kelleher was Mary A. Doyle, 


daughter of the late Senator James H. 


Doyle, and sister of Rev. James H. 
Doyle. The Kellehers live in Jamaica 
Plain, Mass. 


At this point the reader of this page 
may ask: “If Mr. Kelleher has an af- 
filiation with such a tremendous variety 
of Massac husetts associations, clubs, 
charities and civic work, is he a success- 
ful insurance man? How can he find 
time for insurance because just answer- 
ing the telephone from these affiliations 
takes up a lot of time?” 

The answer is that Mr. Kelleher is 
an insurance broker of top rank, writing 
a substantial amount of business in many 
channels. He joined Marsh & McLennan 
in 1938. How does he allocate his time 
so successfully ? I may ask Mr. Kelleher 
to answer this for some other issue. 


* * * 


More Rented Cars Being Used 
by Salesmen 


Well paid salesmen are giving up their 
side duties as chauffeurs and devoting 
more of their out-of-town time to selling, 
according to the results of a 56-city 
study released a few days ago. 

Conducted by the Hertz Rent-A-Car 
System, the survey showed that almost 
50% of the country’s car rentals are 
made by traveling salesmen who use 
rented cars for business reasons. 

The report indicated that salesmen are 
using planes and trains increasingly to 
slash traveling time between cities and 
are renting autos at destination to see 
their customers. 

Eight years ago the large majority of 
rentals were made by in-town residents 
and were primarily for pleasure pur- 
poses, according to Walter L. Jacobs, 
president of Hertz, Chicago. 

Jacobs estimated that many salesmen 
increase their sales calls as much as 40% 
by abandoning chauffeur roles. He cited 
the case of a Chicagoan who periodically 
drove to Denver to make his calls. One 
week out of each three weeks trip was 
spent commuting between cities. 

“Valuable on-the-job time was lost by 
driving,” said Jacobs, “until his com- 
pany put him on a plane and into a 
rented car at Denver to make his calls. 
His round trip traveling time for the 
2,000 mile circuit has been cut to 10 
hours and he makes a third more calls 
than previously on each trip.” 

An additional advantage of plane-auto 
and rail-auto travel is simplification of 





bookkeeping. Instead of a multitude of 
charges for gas, oil, mileage, and other 
car maintenance, the salesmen present 
only two bills copies to a company con- 
troller, one for plane or train passage, 
the other for car rental. Rent-A-Car 
fees include gas, oil, and insurance. 

Arrangements between Hertz and the 
airlines and railroads enable travelers 
to have a car awaiting them at any des- 
tination airport or train depot. Car res- 
ervations can be made through any of 
the more than 700 Hertz offices, through 
the railroad or airline ticket offices, or 
through travel bureaus when plane or 
train tickets are purchased. 


o's 29 


Kemper Magazine on Appointment of 
Its Chairman as U. S. Ambassador 
to Brazil 


The July issue of Kim, publication of 
the Kemper Insurance Group, features 
the appointment of James S. Kemper, 
head of the organization, as Ambassador 
of the United States to the Republic 
of Brazil. A picture of Mr. Kemper sit- 
ting beside a large map of South America 
is the illustration on the cover page. 
Page 2 is devoted to a picture of the 
United States Embassy residence in Rio 
de Janeiro. The following comments on 
the appointment are made on the first 
reading page by W. G. Kemper, presi- 
dent of the organization. 

“The new United States ambassador 
to Brazil is Chairman James S. Kemper. 
The appointment was made on June 16 
by President Eisenhower. 

“Chairman Kemper is known as a lead- 
er in the promotion of relations be- 
tween the United States and South and 
Central America. He is one of the 
founders and a past president of the 
Inter-American Council of Commerce 
and Production, an organization of busi- 
ness aid rural associations of the 22 
American countries with headquarters in 
Montevideo, Uruguay. He headed the 
United States delegation to the first In- 
ter-American business conference in 
Montevideo. 

“Brazil and Chairman Kemper are old 
friends. In 1948 he was awarded the 
Order of Knight Commander of the 
Southern Cross of Brazil for his serv- 
ices in bettering relations among the 
American nations. 

“He received the Thomas P. Cun- 
ningham award for ‘outstanding service 
in the cause of Inter-American relations’ 
a year earlier—the second person to re- 
ceive this recognition. 

“The ambassadorship comes to Mr. 
Kemper at the height of a successful 
business career. As most of you know, 
the beginning of that career was humble 
indeed—a junior clerkship in the home 
office of the Central Mutual Insurance 
Co. in his home town of Van Wert, 
Ohio. 

“There is no doubt that Mr.. Kemper 
will bring to the diplomatic corps the 
same tireless effort, the same per- 
spicacity, the same skill and efficiency 
that have characterized his progress on 
the American business scene. 

“IT am sure that every member of the 
Kemper organization joins with me in 
wishing Godspeed to Ambassador James 
Scott Kemper in this new and important 
undertaking.” 

ae ee. 


To Aid Small Business 


William D. Mitchell, Administrator of 
the newly-created Small Business Ad- 
ministration, announces that he plans to 
rely heavily on the counsel and coopera- 
tion of private groups such as bankers 
and businessmen’s organizations. 

The key-note of his operation, which 
has replaced the Small Defense Plants 
Administration, will be cooperation be- 
tween Government and the business 
community; between large firms and 
small ones; and among the various areas 
of American business and industry. Mr. 











Boston Insurance Broker 








Fabian Bachrach 


MICHAEL T. KELLEHER 





Mitchell told his first press conference. 

In developing this cooperation, Mr. 
Mitchell added, the Small Business Ad- 
ministration will work with local Cham- 
bers of Commerce and similar organiza- 


tions. 
* x ae 


Two Insurance Executives Advisors 


of New England Colleges Fund 


Ernest M. Hopkins, chairman, Nation- 
al Life of Vermont, and Michael T. 
Kelleher, Boston, vice president, Marsh 
& McLennan, have been named as mem- 
bers of the business and industry ad- 
visory committee of the New England 
Colleges Fund. The committee, consisting 
of 20 prominent business leaders, will 
provide the fund with advice and counsel 
in carrying out its program of enlisting 
broad support from business and in- 
dustry for liberal arts colleges in New 
England. 

The New England Colleges Fund is a 
cooperative undertaking on the part of 
23 of New England’s leading liberal arts 
colleges. The colleges participating are: 
Amherst, Bates, Boston College, Brown, 
Clark, Colby, Connecticut College, Dart- 
mouth, E mmanuel, Fairfield, Holy Cross, 
Middlebury, Providence, Radcliffe, Regis, 
St. Anselm’s, St. Michael's, Smith, 
Tufts, Wellesley, Wesleyan, Wheaton 
and Williams, representing all six of the 
New England States. Each school will 
share in gifts to the funds. 

Although many similar groups have 
been organized on a statewide basis, the 
New England Colleges Fund is the first 
regional group. The colleges participat- 
ing graduate a total of more than 6,000 
students annually in the liberal arts 


curriculum. 
* * 


Origin of the Shipping “Lloyds” 


Unlike the story of London Lloyd's, 
one familiar to all insurance men, is the 
little known origin of the practice of 
=“ steamship companies of using 

Lloyd in their titles, such as the North 
German Lloyd and the Lloyd Brasileiro. 

The custom is reported to have started 
in Germany during the middle of the 
19th century. At that time the financial 
status of German shipping was not solid. 
A shipping company, organized in 
Bremen for the purpose of carrying 
emigrants to America, bought a marine 
insurance company and used a Lloyd 
name in the hope of making the est: ib- 
lished reputation cover the risky _ship- 
ping venture. The success of the North 


(Continued on Page 29) 
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Cralle Secretary of 
Prudential of G. B. 


ALSO OF SKANDIA AND HUDSON 





Native of Virginia He Was With Daven- 
port Agency of Richmond; Honored 
by U. S. Junior Commerce Chamber 





Joseph B. Cralle, II, will become sec- 


retary of the Prudential Insurance Co. 
of Great Britain, Skandia Insurance Co. 
and Hudson Insurance Co., all of 90 
John Street, New York City. This an- 
nouncement is made by J. A. Munro, 
president of the Prudential and Hudson 





Dementi Studio 


CRALLE II 


JOSEPH B. 


and United States manager of the 
Skandia. 

Mr. Cralle is a native Virginian and a 
graduate of St. Christopher’s School and 
the University of Virginia. He began his 
insurance career with the Royal-Liver- 
pool Insurance Group in New York 
City. After completing the Royal- 
Liverpool training course and after serv- 
ing in an underwriting capacity in vari- 
ous departments, he was assigned to 
the Louisiana field as a special agent 
in 1939. He later served as state agent 
for the Royal-Liverpool in the south- 
west Virginia territory. 

In 1947 he became associated with the 
Davenport Insurance Corp. of Richmond, 
Va., where for six years’ he has served 
as secretary in charge of survey and 
analysis work, 

Holder of CPCU Designation 

Mr. Cralle is a CPCU, having received 
that designation in 1950. During World 
War II he entered the V-7 Naval Re- 
serve. In 1943 he was ordered to duty 
aboard the light cruiser “Montpelier,” in 
the Asiatic-Pacific Theatre where he 
remained 30 months and was in nine 
starred engagements with the enemy. 
He was released to inactive duty in 
March, 1946, as a lieutenant. 

Mr. Cralle is a former president of the 
Richmond Junior Chamber of Com- 
merce, a lecturer on insurance at the 
University of Richmond’s’ Evening 
School of Business Administration, and 
was appointed campaign director of 
Richmond’s 1954 March of Dimes. In 
January, 1953, he received the United 
States Junior Chamber of Commerce 


Distinguished Service Award as Rich- 
mond’s 


“Outstanding Young Man of 





Pearl-American Group 
Moves Philadelphia Office 


The Pearl-American Group, consisting 
of the Pearl Assurance, Eureka-Secur- 
ity Fire & Marine and Monarch Fire, 
moved their Philadelphia office the 
weekend of August 29 to new quarters 
at 330 Walnut Street. 

The Pearl Group, under local man- 
agement of E. Roy Frey, occupies the 
entire modernized two-story air-condi- 
tioned building with much more space 
than it has heretofore had in the Inde- 
pendence Building. 





1952.” 

He is married to the former Betty 
Robb of Ithaca, N. Y. They have two 
sons. Mrs. Cralle is prominent in golf- 
ing circles, having won the championship 
of the city of Richmond and the Vir- 
ginia State Amateur Championship. She 
is now captain of the Women’s Golf 
Team of the Country Club of Virginia, 
which recently won the State Women’s 
Team Championship. 

The Prudential, Skandia and Hudson 
form the oldest reinsurance group in 
the United States, the Skandia having 
begun business here in 1900. Total as- 
sets of the companies are in excess of 
$23,000,000, and premium volume for 
1952 was approximately $914 million. The 
companies are under the management of 
J. A. Munro. 


Pennsylvania Agents Issue 
Annual Meeting Program 


The Pennsylvania Association of In- 
surance Agents has issued the program 
for its 64th annual convention on Sep- 
tember 13-15 at Bedford Springs, Pa. 
There will be a directors’ meeting Sun- 
day evening, September 13, with the 
first business session Monday morning. 
Speakers then will include President 
Harold C. Aulenbach, Richard C. Mont- 
gomery, chairman, marine committee; 
W. Howard Stewart, chairman, agents’ 
qualification committee; John J. Ma- 
guire, chaizman, fire and allied lines 
committee, and Insurance Commissioner 
Artemas C, Leslie. 

On Tuesday morning the general ses- 
sion speakers will include Stanley Cow- 
man, chairman, public relations and ca- 
tastrophe loss committee; Stuart E. 
Graham, chairman, highway safety, and 
William J. Graul, chairman, fire safety 
committee; Frederick W. Doremus, man- 
ager, Eastern Underwriters Association; 
Owen F. McDonnell, traffic safety spe- 
cialist, “Philadelphia Inquirer.” The ses- 
sion will close with election of officers 
and directors. 

In the afternoon there will be a round 
table conference on workmen’s compen- 
sation insurance, with George B. Elliott 
in charge, assisted by Charles M. Reese, 
CPCU. At the banquet that evening 
W. Ray Thomas, past president of the 
state association and the NAIA, will be 
toastmaster, with Past President Abram 
S. Galland the speaker. 


WILLIAM B. CONNELLY DIES 

William B. Connelly, insurance and 
real estate producer of Belmar, N. J., 
died Monday night at the age of 43. 
He was president of Connelly-Bergen, 
founded by his father in 1926. 
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Zimmerman President 
Of T. C. Moffatt & Co, 


A PROMINENT NEWARK AGENCY 





Zimmerman Succeeds Late R. B. Par. 
sons; Hockenjos Vice President, Linn 
Secretary, Herter Treasurer 





Arthur L. Zimmerman has been 
elected president of T. C. Moffatt & Co 
Newark, N. J., insurance general agents 
and brokers since 1907, succeeding the 
late Ralph B. Parsons. G. Fred Hocken- 
jos has been elected vice president, C 
Churchill Linn secretary and William F. 
Herter treasurer. é 

Mr. Zimmerman, a native of Jersey 
City, began his career with the Loyalty 
Group, serving in various capacities in 
the underwriting department. He joined 
T. C. Moffatt & Co. in 1923 and has 
since served as secretary, and as vice 
president and secretary. 

Mr. Zimmerman is a past president of 
the Essex County Association of Insur- 
ance Agents, and during 1952 he was 
chairman of the executive committee of 
the New Jersey Association of Insur- 
ance Agents. For a long while he has 
been one of the most popular producers 
in the state. He is a member of the 
board of directors of the YMCA, a past 
master of Kane Lodge, F. & A. M., anda 
member of the Downtown Club. He re- 
sides in Bloomfield. 

Hockenjos Vice President 

Mr. Hockenjos is a graduate of Duke 
University. From 1943 until 1946 he saw 
service in World War II as a member 
of the United States Naval Reserve, 
leaving active duty with the rank of lieu- 
tenant (j.g.). In 1946 Mr. Hockenjos 
joined the Loyalty Group’s engineering 
and inspection department. In 1947 he 
became associated with T. C. Moffatt & 
Co. He resides in Livingston. 

Mr. Linn, graduate of Nutley High 
School and long time resident of Nutley, 
has been with T. C. Moffatt & Co. since 
1924, serving successively in many ca- 
pacities. He is active in the Essex Coun- 
ty Agents Association, currently serving 
as secretary. He is also a member of the 
Nutley Tennis Club and of Nutley Lodge 
No. 167 F & A. M. He resides in Nutley. 

A native of Newark, Mr. Herter was 
educated in the Newark public schools. 
He joined T. C. Moffatt & Co. in 1920. 
Starting in 1922 he was engaged in other 
local agency work, rejoining T. C. 
Moffatt & Co. in 1927. Mr. Herter has 
attended the agency management course 
at the University of Connecticut. He 
lives in Montclair. 

JOHN MASON LORD DROWNS 
Chicago Broker Was Using “Frog Man” 
Underwater Breathing Device 
Which Went Wrong 
John Mason Lord, 36, who had been 
associated with Marsh & McLennan, 
was drowned a few days ago at a Wis- 
consin resort where he was spending 
the weekend with the family of W. T. 
Evjue, publisher of Madison (Wis.) 
Capital Times. He swam out with a 
frog man equipment to spear fish about 
200 feet” offshore. The equipment in- 
cluded a mask fed by an oxygen tank 
strapped to his back and weights to 
counteract the buoyancy of the tank, 
This device, known as an “aqua lung,’ 
enables a swimmer to remain under 
water as long as 10 minutes. Suddenly 
he screamed for help, sank and was 
drowned before friends who were on 
the shore could reach him. His father, 
John Solon Lord, is a well known Chi- 

cago lawyer. 





Multiple Location Plan 
Accepted in New York 


The New York Insurance Department 
has accepted the fire insurance rating 
plan for multiple location contents risks 
backed by the two national advisory 
groups handling this business. These 
are the National Insurance Service Or- 
ganization and the Multiple Location 
Service Office. 
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Dishonesty Risks and Large Lines 
Underwriting at NAIA Convention 


Dishonesty insurance and large lines 
underwriting will be featured at the met- 
ropolitan and large lines agents confer- 
ence to be held during the 57th annual 
convention of the National Association 
of Insurance Agents in Washington, 
D. C.; September 28 - October 1, accord- 
inx to President Walter M. Sheldon. 

First on the program, at which Emil 
L. Lederer, Chicago, chairman of the 
committee, will preside, will be a skit 
entitled “It’s 3-D For Me!” It will 
cover a typical day in an insurance 
agency office with emphasis upon the 
sales opportunities presented by dishon- 
esty insurance. Featured on the program, 
which will be held at a.m. on 
Wednesday, September 30, at the Hotel 
Statler, will be J. Kenneth Cormack, 
Providence, R. I., chairman, NAIA fidel- 
ity and surety committee, assisted by 
Henry A. Franz, Clifton, N. J., member 
of the same committee, and Howard 
R. Chase, Jr., Providence, R. I., presi- 
dent, Rhode Island Association of Insur- 
ance Agents. 


Large Lines Underwriting 


Arthur M. O’Connell, Cincinnati, Ohio, 
chairman, NAIA property insurance 
committee, will then moderate a panel 
entitled “A Clinical Approach to Large 
Lines Underwriting.” 

The prominent panel members will be 
Frederick W. Doremus, manager, East- 
ern Underwriters Association, who will 
discuss the single location point of view; 
K. H. Parker, manager, Western Actu- 
arial Bureau, who will look at large lines 


underwriting from the multple location 
point of view, and Roy C. McCullough, 
manager, Multiple Peril Insurance Rat- 
ing Organization, who will explain the 
manufacturers output point of view. 
Prior to the actual convention pro- 
ceedings, at 8:00 p.m. on Sunday night, 
there will be interesting films presented 
in the Williamsburg Room of the Hotel 
Mayflower. A color sound film prepared 
by the America Fore Group entitled 
“Peace of Mind” will be first on the 
program. This film was prepared to 
meet a need in the industry for a mo- 
tion picture that outlines both the world 
development of property insurance and 
the part it plays in the life of the indi- 
vidual, his family and our nation. 
“Train We Must,” a film produced by 
the National Board of Fire Underwriters 
designed to emphasize the importance of 
adequate training of Volunteer Fire De- 
partments will have its premiere show- 


ing. 

This film will be followed by four 5- 
minute TV shorts produced and made 
available by the National Board of Fire 
Underwriters: “How to Fight a Fire 
in the Kitchen”: “How to Call the Fire 
Department”; “Until the Fire Depart- 
ment Arrives”; and “Stupid Careless- 
ness the Fire Clown.” 

Another NAIA convention feature will 
be continued this year when the NAIA 
educational division holds its breakfast 
conference for local and state association 
secretaries and managers. Ernest F. 
Young, Charlotte, N.C., chairman, will 
preside at the breakfast scheduled for 
8:00 a.m. on Tuesdav. September 29, in 
the South American Room of the Hotel 
Statler. 





WICHITA LOSS OFFICE CLOSED 





National Board Handled Claims in Ex- 
cess of $4,000,000 Resulting From 
June Hail and Windstorm 
The National Board of Fire Under- 
writers reports that it is closing today 
its supervisory office in Wichita, Kan., 
which handled claims in excess of 
$4,000,000 property losses resulting from 
the June 21 hail and windstorm there. 
Lewis A. Vincent, NBFU’s general 
manager, said that over 90% of the 
losses in that area had been inspected 
and approximately 75% cleared through 

the supervisory office. 

Adjusters received close to 40,000 
claims for stock fire insurance companies 
to investigate as a result of the storm, 
one of the largest number ever recorded 
in any major disaster in this country in 
the last four years. 

B. L. Carden, assistant general 
adjuster of the National Board of Fire 
Underwriters, was in charge of the 
office. It was one of five opened by the 
NBFU in the Middle West, South, 
Southwest and New England after wind- 
storms of unbelievable speed and fury 
early this year killed at least 375 per- 
sons and caused property damage esti- 
mated at over $100,000,000 

Other offices in Columbus, Ga.; Waco, 
Tex.; Worcester, Mass., handled claims 
for tornado losses, and Detroit handled 
those resulting from hail and windstorm 
losses, 


AETNA NAMES BENT IN OHIO 


Appointment of Charles L. Bent as 
special agent for the Aetna Insurance 
Group in the Ohio territory serviced by 
the Columbus office is announced by 
Rush W. Carter, vice president and man- 
ager, Western department. Mr. Bent 
Succeeds Joseph R. Jones, Jr., who re- 
signed to enter the local agency business 
in Columbus. A graduate of Tufts Col- 
lege who served in the Navy during 
World War II, Mr. Bent was a special 
agent for another insurance company 
before joining the Aetna. 


AFIA OFFICE IN DALLAS 





Robert S. Harvey, Manager of New 

Southwestern Service and Production 

ffice, Irvine Announces 

General Manager L. C. Irvine of the 
American Foreign Insurance Association, 
announces opening on September 1 of a 
Southwestern service and production of- 
fice in Dallas, Texas, in the Mercantile 
3ank Building, 106 South Ervay Street, 
with Robert S. Harvey as manager. The 
association’s domestic service and pro- 
duction branches now total five, two on 
the Pacific Coast in San Francisco and 
Los Angeles, one at Chicago, and an- 
other in Washington, D.C., in addition 
to the new Dallas office. 

Mr. Harvey is a graduate of U.C.L.A., 
where he received a 'B.S. Degree in 1940. 
He entered the U.S. Army, being as- 
signed to the Infantry during World 
War II. He was discharged with the 
rank of Major, and in February, 1946, 
joined the Aetna Casualty and Surety 
in Dallas as a field representative trav- 
eling through north Texas and Okla- 
homa. Later he took charge of the 
insurance analysis department of the 
Dallas office. 

In June, 1953 he joined the AFIA and 
has spent several weeks in New York 
training in preparation for the opening 
of the Dallas office. 


Bank Notes Recovered 
From “Flying Enterprise” 
American insurance markets are re- 
ported to have some financial interest in 
the salvage operations on the “Flying 
Enterprise,” which sank in January, 
1952, off the Cornish coast of England. 
Capt. Kurt Carlsen was widely honored 
for his heroic efforts to save the ship. 
The vessel is reported to have carried 
about $250,000 in bank notes when she 
sank and the Italian salvage ship Rostro 
has recovered $85,000 and $14,000 in 


British bank notes. Losses on the Enter- 
prise have been paid and salvage will be 
for the benefit also of British marine 
insurers, 


BUFFALO CLUB IS ACTIVE 





Sponsoring Insurance Courses at Uni- 
versity of Buffalo; Second Annual 
Dinner Meeting on September 17 

The Insurance Club of Buffalo, N. Y., 
is sponsoring educational courses which 
are being handled through the Millard 
Fillmore College of the University of 
Buffalo. There are three courses, Gen- 
eral Insurance, Property and Casualty 
Insurance, and Part I of CPCU Prepara- 
tion. For the first semester classes begin 
September 21 and terminate January 23. 
For the second semester classes begin 
February 1 and conclude May 29. 

The Buffalo Insurance Club, formed in 
November last year, has about 500 mem- 
bers drawn from all branches of insur- 
ance. The slogan of the club: “This club 
shall encourage better relations and 
understanding among those in the insur- 
ance business by providing facilities for 
education and fellowship.” The second 
annual meeting of the club will be held 
Sentember 17 at the Hotel Buffalo and 
will be a dinner affair. The speaker will 
be E. M. Johnston of Syracuse, N. Y. 
Mr. Johnston is a lecturer, author and 
human relations consultant. He has de- 
livered many talks throughout the coun- 


try and has been enthusiastically re- 
ceived. 
President Robert P. Lentz, Jr. will 


preside and there will be an election of 
four directors to succeed those whose 
terms expire at this time. 

Other officers of the club are Oliver 
H. Turgeon, vice president; Herman K. 
Heussler, treasurer, and Lorraine H. 
Bristow, secretary. Insurance Day chair- 
man is Bernard L. Jones. 


Rhode Island Approves 
Multiple Peril Form 


The Multiple Peril Insurance Rating 
Organization’s homeowners’ policies A 
and B have been approved for use in 
Rhode Island by Insurance Commis- 
sioner George A. Bisson of that state. 

It is also announced in New York 
that these policies are now being writ- 
ten in Pennsylvania, Delaware, Califor- 
nia, Colorado, Vermont and Illinois in 
addition to Rhode Island. 

These policies, devised by the Multiple 
Peril Insurance Rating Organization 
and some individual companies, are de- 
signed for an insured who owns and 
occupies his dwelling (occupied by not 
more than two families) as a permanent 
residence. They provide coverage on a 
combination of real and personal prop- 
erties and comprehensive personal lia- 
bility. 


14 States Now Approve 
Nation-Wide Definition 


Fourteen states have now approved 
the new Nation-wide Marine Definition, 
adopted by the National Association of 
Insurance Commissioners at its annual 
meeting last June. 

Recent adoptions of the new rule, 
which replaces the Nation-wide Defini- 
tion and Interpretation of the Insuring 
Powers of Marine and Transportation 
Underwriters approved in 1933, have been 
announced by the State Insurance De- 
partments of Vermont, Rhode Island, 
South Carolina and Florida. 

Other states in which the definition 
has been adopted are Louisiana, North 
Carolina, Oregon, Pennsylvania, Wash- 
ington, Arkansas, Connecticut, New 
Hampshire, Nevada and Idaho. 


Jay B. Roe Smith Dies 


Jay B. Roe Smith, president of the 
Selected Risks indemnity and fire insur- 
ance companies of Branchville, N. J., 
died August 31 at his home in Summit. 
He was 78 years of age and was former 
Assistant Secretary of the State of New 
Jersey and the state’s first motor ve- 
hicle commissioner in 1906. He had been 
a member of the bar since 1900 and 
after 1912 devoted his activities prin- 
cipally to corporation management and 
legal publications. 














GOOD POLICY 


... to anticipate your clients’ 
needs: New car, increased in- 
ventory, plant expansion, 
appreciation of values, new 
construction, etc. Maintain 
contacts; develop friendly 
news-sources; watch local 
newspapers. 

One of a series of Helpful Hints 
from Successful Agents. Watch 

this column for more. 


and it’s a 
GOOD POLICY 
that bears this seal 
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Company of unquestioned fi- 

- nancial stability, nationally- 
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Meet your HOMEtown Insurance Agent 
HE KEEPS THE HOME FIRES FROM BURNING! 




















INSURE 


REBUILD 











F IRE PREVENTION WEEK, October 4-10, offers 
unusual opportunities for the insurance 
agent to win greater recognition for himself 
and his agency...play a major role in com- 
munity activities...and do more business! 


The Home is paving the way for you with 
big, full color advertisements like the one 
shown on the opposite page. Appearing in 
national publications, these advertisements 
will be read by an estimated 48,000,000 
people—your clients and potential policy- 
holders. You can take advantage of this 
advertising in your area by using the special 
material provided by The HomE without cost 
to you. This material includes advertisements 
ready to go into your local newspapers, post- 
ers, sample speeches and other sales aids. 


Your Home fieldman will be pleased to sup- 
ply you with all you need. Why not plan to 
get the most out of Fire Prevention Week 
by asking him for this material today? 


* THE HOME* 
Gasuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE . AUTOMOBILE 2 MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 





HE KEEPS THE HOME FIRES FROM BURNING! 


Your Home Insurance agent is a handy 
man to have around when the leaves start 
falling! He knows that even a harmless- 
looking leaf fire can suddenly blaze 

into danger. He is an expert on safety 
and his keen sense of community welfare 
makes him a true public servant. Fall 
and winter, spring and summer, your 
insurance agent works for you and your 
family, your friends and neighbors, 

your entire community. 





As an independent businessman in 
your community, the insurance agent has a 
real stake in local progress and prosperity. 
That’s one reason he does so much to 
protect the property and possessions of 
homeowners and businessmen alike. Another 
reason: he’s a good friend as well as a 

good counselor! 





Your HOMEtown Agent can serve 
you well—see him now! 





In the century since its founding in 1853, The Home 
has worked constantly to help firemen get better equipment and to help 
prevent fires. Insurance and fire-fighting are partners in protection. 


As a full page in 
four colors, this 
ad will appear in: 


a wo 


é ENGINE CO. NO. 7 






* THE HOME* 
tIWeencee Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. & 


FIRE . AUTOMOBILE MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance . Fidelity and Surety Bonds 
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Saturday Evening Post 
Sept. 26 


U.S. News & World Report 
Sept. 25 


Business Week — Sept. 26 
Time— Oct. 5 


Better Homes & Gardens 
Oct. 


Nation's Business — Oct. 
Pathfinder — Oct. 
Successful Farming — Oct 
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Agent’s Persistence Brings Hope 
To Victims of Worcester Tornado 


A dramatic story of insurance in ac- 
tion is told by Lloyd L. Temple, editor 
of The Aetna-izer, in a report on the 
disastrous tornado that hit central 
Massachusetts, in the July-August issue 
of the magazine, which is published by 
the Aetna Casualty & Surety, Automo- 
bile Insurance Co., and Standard Fire. 

Mr. Temple’s story relates the har- 
rowing experiences of a Worcester po- 
lice captain, William P. McKiernan, 
whose wife and eight children survived 
the devastating twister which leveled 
their six-room home, along with several 
thousand other dwellings. 


Aftermath of Wonderful Day 


“Tt had been a wonderful day, “Mrs. 
McKiernan recz illed when interviewed 
by Mr. Temple. “During the afternoon 
Il had taken our four-year-old twin 
daughters, Eileen and Kathleen, over to 
school to make arrangements for en- 
rolling them in kindergarten in Septem- 
ber. | had dressed them up, fixed their 
hair carefully so they would look their 
best when they met their future teacher. 
But the wind was blowing so hard, even 
in the afternoon, that they were pretty 
disheveled by the time we got to school 

—and I felt apologetic over it, little 
realizing what was in store for us.” 

“Around five o’clock it had started to 
rain,” said Captain McKiernan, “and 
there was thunder and lightning in the 
West. Pretty soon it started to hail and 
the wind was getting much stronger. 
Seven of our eight children were home 
at the time,” he continued, “except Bar- 
bara, who is nearly 15, and she was 
baby sitting down at the Curtis apart- 
ments. I was due at work by six,” he 
said, “and my wife Pearl, was getting 
ready to go over to her sister’s who had 
recently had a baby. ‘You'd better get 
a move on.’ I told her, ‘because I don’t 
want to be late. So while you're getting 
dressed I’ll drive the car out of the gar- 
age and wait in front of the house.’ 

“No sooner had I driven the car out 
front when I noticed some fast moving 
black clouds in the west and the air 
seemed to be filled with debris. Since 
I’d just been reading about the tornado 
in Cleveland the thought struck me that 
one might be heading our way. So I 
dashed into the house and told Pearl to 
get the kids into the basement just as 
fast as she could. And without any fur- 
ther warning she herded them into the 
cellar, picking an east wall, because it 
was near the hatchway in case the house 
came down.” 


Nine Huddled in Cellar 


I'd just gotten the last youngster 
down there,” said Mrs. McKiernan, 
“when the house just broke up. The din 
and confusion was awful,” she said, “and 
not knowing what was happening, I 
thought the world was coming to an end. 
As the foundation buckled, and beams 
were driven through walls, we just 
prayed and huddled together, with nine 
of us crowded into a space hardly three 
feet square. Instinctively I had laid the 


boys’ paper delivery wagon over 15 


months old Terrence as an added pro- 
tection, and I think this saved his life.” 

“It wasn’t only the noise, the flying 
debris and the terror Ww hich had gripped 
us,” said the captain, “but the air pres- 
sure was nearly strangling us and we 
had to keep opening our mouths to keep 
our heads from literally blowing apart. 
Our heads throbbed, our ears were 
stuffed up and physically, we felt that 
we, too, were going to explode just like 
our house, Then in the midst of every- 
thing, a steel beam imbedded in con- 
crete, fell on 13-year-old Johnny’s ankle 
pinning him under it. Seeing him in 
trouble, I grabbed the beam and pulled 
it off him. I don’t recall that it was par- 
ticularly heavy, yet the next day two 
men could hardly budge it.” 

When the fury of the tornado had 
passed, the McKiernans pulled them- 
selves from the rubble and began to 
check on their children. Yes, thank God, 
they were safe, for there was Johnny, 
13; Bill, Jr., 10; Bobby, 8; Eileen and 
Kathleen, 4; Mary, 2; and "Terrence, 15 
months. “We were all so dirty we were 
hardly recognizable,” said Mrs. McKier- 
nan,” and the blond children were bru- 
nettes and it took at least three baths 
to clean them up.” 


Terrific Desolation 


“But what desolation!” said Captain 
McKiernan sadly, “for the death toll in 
our area was the highest in any place 
where the tornado struck. Of the 18 
homes destroyed, 14 of our friends and 
neighbors had perished. Everywhere we 
looked were smashed homes, litter, de- 
bris, crumpled automobiles, and the ‘Cur- 
tis apartments below us were badly 
damaged with all glass broken and 
bricks scattered all over the place.” 

Within minutes, ambulances, trucks 
and station wagons began to arrive to 
help transport the injured to the hos- 
pitals. Rescue workers swarmed into 
the area and immediately went to work 
digging out the victims. Moans and 
screams came from the injured who 
were trapped in the wreckage, while 
other damaged homes elicited only si- 
lence. For here were the shocked, the 
dead and the dying. 


“We could hardly believe our eyes,” 
said Captain McKiernan, “as we sur- 
veyed that scene of desolation. For here 
had stood the little gray and white 
house which had been built with such 
painstaking care 25 years ago by a tool- 
maker who put only precision work into 
it. The house was strong and rugged, 
for it had a poured concrete foundation 
and even steel beams supporting it. 
We'd added a lamp post and had a 
flower garden and roses to add to its 
attractiveness, and only a week ago I’d 
finished painting the outside and I had 
just paid $20 for a swing for the kids.” 


Furniture, Car, Clothes Gone 


The following day the McKiernans 
found their automobile totally wrecked 
300 feet away. Their television set 
bought during the past year, as well 
as their two-year-old Westinghouse 
frost-free refrigerator were smashed be- 
yond recognition. Their furniture was 
gone, their clothes were gone, and to 
date Mrs. McKiernan has found no 
trace of her hope chest which con- 
tained many of the family’s sentimental 
keepsakes. She did find her wedding 
gown the following day in the rubble of 
a neighbor’s house—a neighbor, inci- 
dentally, whose U. S. Savings Bonds 
were found the following day in Boston, 
40 miles away. 

“Our material things are gone,” said 
Mrs. McKiernan, “but thank God we 
and our children came through without 
injury. Even our daughter who was 
baby sitting didn’t get a scratch. And we 
were mighty proud of her,” she added, 
“for thanks to her training in civilian 
defense which they teach in schools, 
she gathered her charges around her 
and herded them under the kitchen 
table. She had tried to get into the 
basement but was unable to do so be- 
cause the door was locked. And so we’re 
thankful for many things including the 
insurance which your agent Jim Herlihy 
had sold us ten years ago.” 

“Up until last July we carried only 
$4,000 fire insurance on our house,” ex- 
plained Captain McKiernan. “Then Jim 
Herlihy called our attention to the fact 
that since values were up we should add 
another $2,000, all with extended cover- 
age. And with eight children and being 
on a fixed income,” he said, “you can 
easily understand that we don’t have a 
lot of money to throw around. So we 
told Jim we didn’t see how we could 
pay for any more insurance.” 

“Don’t worry about that,’ Jim told 

‘T’ll send you one bill and you can 
pay me whenever you can. After all, 
I’ve been doing business with you for a 
long time | and I want you to have the 
protection.’ 

“We took it, of course, and although 
I suppose Jim had advanced the pre- 
mium to the company long ago, he never 
said a word to us even though we didn’t 
finish paying that July 1 premium until 
after Christmas.” 

“Now,” said Mrs. McKiernan, “the 
insurance is all we’ve got. With’ $6,000 
on the house and $1,400 on the furniture, 
we've got something on which to build. 
Without the insurance we’d be paupers. 
And without Jim Herlihy, I’m sure we’d 
never have had it.” 
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New York CPCU Chapter 


Conferment in Phila. 


Directors of the New York Chapter 
of the Society of Chartered Property 
and Casualty Underwriters, Inc., have 
voted to forego the annual regional con- 
ferment of CPCU Designations usually 
held in October in New York City. 

The annual meeting of the CPCU So- 
ciety will be held in Philadelphia, Sep- 
tember 15 to 18. In view of the prox- 
imity of the national gathering, the New 
York Chapter voted to urge its members 
to attend the national seminar and con- 
ferment exercises. It is anticipated that 
the regional conferment will be recon- 
stituted when the national meeting re- 
turns to the Mid-West in 1954. 














Forrest Read Forms New 


Agency in Buffalo, N. Y. 


Forrest G. Read has resigned as pres- 
ident of Rumsey, Read & Kimberly, Inc., 
Buffalo, N. Y. He has formed a new 
real estate and insurance firm, Forrest 
Read & Co., with offices at 70 Niagara 
Street. He is president of the new firm 
which will act as general insurance pro- 
ducers. 

Mr. Read has been president of Rum- 
sey, Read & Kimberly since 1941. He 
started with the company in 1932 when it 
was known as Dexter P. Rumsey Inc. 

Robert C. Montgomery is vice presi- 
dent of the new company and Margaret 
J. Finn is secretary. Mr. Read’s wife, 
Jane, is treasurer. 


BLAIR COUNTY WOMEN MEET 

The Insurance Women of Blair Coun- 
ty, Pa., held a meeting at Tyrone. Fol- 
lowing a business session, Eleanor Yar- 
nell acted as quiz master in a game of 
questions and answers about insurance. 


HOME F. & M. DIVIDEND 
At the regular quarterly meeting of 
directors the Home Fire & Marine 
Insurance Co. of California declared a 
quarterly dividend of 40 cents per share 
on the capital stock, payable September 

15 to stock of record September 8. 
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GREATER NEW YORK 
INSURANCE DAY 


<> September 22, 1953) << 
at Hotel Biltmore, N. Y. C. 


Fie 2) 


A FULL DAY of talks and forums featuring leading 
insurance and industry personalities ... outstanding 


exhibitions . . . educational - - timely subjects. 


The Market Situation Today 
Compulsory Automobile Insurance 
The New York Agency Situation 

Life Insurance, Accident and Health 
Fire, Casualty, Surety 


A TRULY ALL INDUSTRY MEETING! 


Endorsed by Executives and Association Leaders 


Hear Congressman Javits - Superintendent Bohlinger - 
Thomas I. Parkinson 
WRITE, PHONE, WIRE FOR TICKETS-$1.00 covers 


the entire day's program 


GREATER NEW YORK INSURANCE DAY COMMITTEE 


123 William Street, New York 38, N. Y. - - - Room No. 518 - - - WOrth 2-1492 





Sponsored by the Greater New York Insurance Brokers Association 
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Public Relations Problems Seen 
From Viewpoint of the Fieldman 


Some sound advice on the important subject of public relations ts given by Harvey 
C. Abbott, special agent at Boston for the Hartford Fire, in an article appearing in the 
current issue of “The Hartford Agent,” publication of the Two Hartfords. Mr. Abbott 
deals directly with agents, adjusters, fieldmen and insurance rates in their relations to 


public relations efforts. 


Our job is to make and keep people 
conscious of the fact that we give them 
something worth the premiums and com- 
missions they pay. Attention to some 
obvious factors can help decisively to 
accomplish this aim. 

One recent suggestion called upon 
the property insurance industry to put 
a crew of full-time public relations mer- 
chandisers into the field to interpret 
the industry to the public. After 25 
years’ experience in working with the 
insuring public I cannot agree that this 
is the answer to our problem. No 
doubt it would help, but in my opinion 
be found within 


the real solution can 
the industry itself. 
The only way that we can develop 


and maintain the excellent type of pub- 
lic relations toward which we are striv- 
ing is, in my opinion, on a community- 
by -community basis. That is to say, 
the insurance people in each town and 
city must work at it 100 per cent of the 
time. When I say “insurance people,” 

I mean the entire insurance team com- 
posed of local agents, adjusters, the rat- 
ing organization, company fieldmen and 
home office supervisory personnel. If we 
intend to accomplish anything worth- 
while along these lines, each member 
of the team must do his part. This 
means that we must have good under- 
standing and team work all along the 
line. 

From Agent’s Viewpoint 


In the case of the local agent he 
must know his business and he must 
see to it that those of his employes 
who come in contact with the public 
either in person or by telephone know 
theirs. You can’t develop good public 
relations by giving the public misinfor- 
mation or wrong answers to their ques- 


tions. The agent who conducts his busi- 
ness on a professional basis always 
cooperates with other agents in the 


community in projects that are designed 
to further the interests of the business 
as a whole. He never resorts to personal 
criticism of a competitor as a means 
of getting business. He knows that su- 
perior service is the best way yet 
developed for meeting competition; and 
that an inefficient competitor must soon 
find that out. 

Service does not mean just technical 
ability, however. It means showing an 
interest not only in property and haz- 
ards but in the individual customer. It 
means reviewing his situation regularly 


Getting “down to earth” 


Mr. Abbott states in part: 


to make sure that he is well protected 
—and to remind him of your interest 
in his affairs. 

An agent is entitled to and should 
receive competent. advice and assistance 
from his companies if he is to do a 
job for the public. He should feel free 
to call upon the services of the field- 
men representing companies in his office 
for guidance as to the best forms of 
coverage for any particular situation ; 
for engineering ‘and rate service; for 
assistance in selling a difficult line; for 
fulfilling speaking engagements before 
civic groups _and service clubs in his 
community. If he is not receiving this 
type of assistance from his fieldmen 
then he is not getting that to which he 
is entitled and he is also missing an 
opportunity to improve public relations 
while developing his own business. 

In this connection, however, it is im- 
portant that the agent be careful to 
select a ner eo who is competent ww 
do the job. A short time ago, while call- 
ing on an agent, a fieldman was in- 
formed that the owner of a rather large 
woodworking plant in town was just 
about to sign a contract for the installa- 
tion of automatic sprinklers which had 
been recommended by another company 
fieldman. 

The first fieldman, being familiar with 
the risk and its location (approximately 
two miles out of town), reminded the 
agent that he had recommended auto- 
matic sprinklers for the new school in 
the center of town only after a test of 
the water supply at that point had 
indicated a sufficient volume available 
at adequate pressure. He expressed the 
opinion that, based on that test together 
with the long run of 6-inch pipe, the 
supply of water to the plant in question 
would be inz adequate for a standard in- 
stallation of automatic sprinklers. He 
then recommended that the rating bu- 
reau be requested to make a fire-flow 
test of the water supply available at 
the plant before any sprinkler contract 
was signed. This was done and it was 
found that the supply of water was so 
weak that less than one standard hose 
stream was available. Here we have 
public relations both bad and good. 

In another instance a fieldman was 
assisting an agent in reviewing the cov- 
erage carried by the local newspaper. 
In the course of the review it was found 
that they were carrying sufficient extra 
expense insurance, but only $50,000 busi- 
ness interruption insurance although, 


based on an up-to-date financial state- 
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they should have been carrying 


ment, 
approximately $225,000. 

When this was called to the attention 
of the management they expressed sur- 
prise and brought out a recent report 

made by another agency in which busi- 


ness interruption insurance in the 
amount of $50, was recommended. 
If this insured had suffered a bad loss 
before this deficiency was found and 
corrected, you can imagine what kind 
of public relations the insurance business 
in that town would have had to live 
down, especially when the victim was 
the local press! 


Incompetent Advice 


Then there was the case of the manu- 
facturer who carried the amounts of 
types of property damage insurance 
recommended by his agent and a com- 
pany fieldman. He had left to his agent 
the responsibility for keeping him prop- 
erly covered. One night a serious fire 
swept his plant. His agent was on the 
job the next morning and assured him 
that he had nothing to worry about; 
that he had adequate fire insurance on 
the plant—both property damage and 
business interruption insurance. His 
agent had been improperly advised by 
his fieldman. There were two glaring 
weaknesses in this insured’s coverage. 
First, he did not have a selling price 
clause on his property damage policies, 
so that he was unable to collect his 
profit on a large quantity of finished 
stock on hand at the time of the fire. 

Second, he was prevented from col- 
lecting his entire business interruption 
insurance loss due to the fact that in 
actual cases, but in every case they 
all add up to the same thing—inex- 
perienced or incompetent fieldmen offer- 
ing advice on matters in which they 
are not competent, and the agent as- 
suming the responsibility of following 
such advice in making recommenda- 
tions to his insured. Leaning too much 
on the services of fieldmen can, of 
course, hurt an agent’s prestige. People 
would rather buy and get advice from 
some one who knows his subject at first 
hand, than from one who must always 

wait for an expert to do his job for 
him, 

Question of Rates 


Probably the matter which most con- 
cerns the public in the purchase of 
insurance is price. That is only natural 
because most people are limited by their 
income in what they can spend for 
insurance protection. This is where the 
rating organization comes into the pnic- 
ture. Under the law of most states, the 
rates charged by the companies must 
be adequate, reasonable and not unfairly 
discriminatory. Various rating systems 
and methods are in use by the several 
rating bureaus throughout the country— 
all designed and intended to produce 
such rates. I believe that by and large 
our rate-makers are doing a good job, 
but we must remember that rate-mak- 
ing is still not an exact science. The 
experience and judgment of the rater 
still play an important part in the rates 
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produced. This fact must be borne in 
mind not only by the agents and com- 
pany representatives, but by the em- 
ployes of the rating bureaus as well. 

When an insured complains about his 
rate to an agent he should not be told: 
“We have nothing to do with making 
the rates. They’re made by the rating 
bureau and _ there is nothing we can 
do about it.” Unless the rate in ques- 
tion happens to be a class or minimum 
rate, there is very definitely something 
an agent can do about it. He can 
take the matter up with the rating bu- 
reau directly or he can have one of his 
fieldmen do it. In this way he can 
explain to his client exactly how his rate 
is made and the reason for it. 

If the insured is still not satisfied, 
it might be wise for the agent to ar- 
range to go with him to the rating 
bureau office and discuss the matter 
there with a representative of the bu- 
reau. Admittedly, this takes time but 
sometimes it means the difference be- 
tween a satisfied customer who boosts 
the agency and the business, as against 
a disgruntled individual who feels that 


(Continued on Page 26) 
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WHAT GOES ON IN HIS HEAD 


This man is a specialist. He knows the 
marine insurance needs of shippers, clean- 
ers, bankers, furriers, truckmen in your 
community. He thinks in terms of pat- 
terning policies to risks, of providing for the 
unusual. 


He is a member of one of the largest 





field forces of marine insurance specialists 
in the country. He is located in your 
territory — and his ideas and know-how 
are at your service. 

He is a good man to know and to work 
with — because fis job is to put more 


marine dollars in your pocket! 


AUTOMOBILE INSURANCE COMPANY 


STANDARD FIRE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 


Fire and Marine Insurance — All Forms 


Affiliated with AETNA LIFE INSURANCE COMPANY + AETNA CASUALTY AND SURETY COMPANY 


















Massachusetts, New Hampshire, Maine 


Auto Physical Damage Rate Changes 


Revisions in rates and rules have been 
filed in Massachusetts, New Hampshire 
and Maine by the National Automobile 
Underwriters Association on behalf of 
its member and subscriber companies and 
accepted by the Insurance Department 
for use effective August 31, 1953. The 
new rates and premiums for automobile 
material damage coverages result in an 
estimated annual increase of $124,000. 
New Hampshire policyholders will save 
about $99,000 and those in Maine about 


$17,000. : 
In Massachusetts private passenger 
automobile fire and theft and compre- 


hensive rates have been increased in 
some areas and decreased in others with 
a net change approximating an increase 
of 1%. Private passenger collision pre- 
miums have been increased in some 
areas but the over-all increase in the 
state amounts to approximately only 
2%. In addition to those changes, the 
age group classifications have been re- 
aligned so that there will be minor 
changes in individual premiums. 
Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 10%. 
Commercial local hauling collision pre- 


miums he ave been reduced about 5% be- 
cause of favorable experience. A new 
“light commercial” classification for com- 


mercial vehicles with a load capacity of 
1,500 pounds or less has been established 
entitling risks of this type to local haul- 
ing rates and premiums regardless of the 
distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 25%. 
Some increases and decreases have been 
made in commercial intermediate and 
long distance hauling collision but the 
total premium income for these cover- 
ages is affected only slightly. 

In addition to these revisions, other 
minor rate and rule changes have been 
made effective. Included in these changes 
are reductions in the premiums for tow- 
ing and labor costs and for garage keep- 
ers’ legal liability for the three states 
affected. 

New Hampshire 

In New Hampshire private passenger 
automobile fire and theft and compre- 
hensive rates have been changed to pro- 
duce a premium reduction of approxi- 
mately 2%. There are no changes in the 
$50 deductible and broader collision cov- 
erages. However, the difference in cost 
between the $50 and $100 deductibles has 
been widened by decreasing the $100 de- 
ductible coverage by approximately 15% 
In addition, the age group classifications 
have been realigned so that there will 
be minor changes in individual pre- 
miums. 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 10%. 
Commercial local hauling collision pre- 
miums have been reduced about 5% be- 
cause of favorable experience. A new 
“light commercial” classification for com- 
mercial vehicles with a load capacity of 
1,500 pounds or less has been established 
entitling risks of this type to local haul- 
ing rates and premiums regardless of the 
distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 25%. 
Some i increases and decreases have been 
made in commercial intermediate and 
lone distance hauling collision but the 
total premium income for these cover- 
ages is affected slightly. 

Maine Revisions 

In Maine private passenger automo- 
hile fire and theft and comprehensive 
rates have been changed to produce a 


premium reduction of approximately 2%. 
Private passenger collision for $50 de- 
ductible and broader collision coverages 
have been increased approximately 5%, 
but the difference in cost between the 
$50 and $100 deductibes has been widened 
by reducing the $100 deductible cover- 
age by approximately 10%. This results 
in a net increase for all forms of private 
passenger collision of approximately 
4%. 

In addition, the age group classifica- 
tions have been realigned so that there 
will be additional minor changes in indi- 
vidual premiums. 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 
10%. Commercial local hauling collision 
premiums have been reduced about 5% 
because of favorable experience. A new 
“light commercial” classification for com- 
mercial vehicles with a load capacity of 
1,500 pounds or less has been established 
entitling risks of this type to local haul- 
ing rates and premiums regardless of the 
distance of operation. 

Commercial intermediate and long dis- 
stance hauling automobile fire and theft 
and comprehensive rates have been 
changed. to produce an estimated pre- 
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mium reduction of approximately 25%. 
Some increases and decreases have been 
made in commercial intermediate and 
long distance hauling collision But the 
total premium income for these cover- 
ages is affected slightly. 


Francis American Adjuster 

The American Insurance Co. an- 
nounces appointment of Vernon H., 
Francis as a staff adjuster in the De- 
troit service office. He joins the Ameri- 
can with a background in claims adjust- 
ing dating back to 1946. He attended 
Detroit Institute of Technology, and is 
now working toward a law degree at 
Detroit College of Law. 

John O. Jertson continues as a staff 
adjuster, and both men will be at 418 
Buhl Building, Detroit. 





Behind every Pearl- 
American broker and 
agent are the facilities of 
one of the world’s great- 
est companies, ample 
assurance of close sup- 
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underwriters, and fast, 
accurate, dependable 
SERVICE...the kind of 
cooperation that helps 
you make more money. 


Make your “promise” 
live up to your “pitch”... 
profit, too...by doing 
business with PEARL- 
AMERICAN. Get to know 
PEARL-AMERICAN ... It 
pays off, 





It’s Smart to get to know PEARL-AMERICAN 


WHERE THE “PROMISE” LIVES UP TO THE “PITCH” 





Sometimes it seems all 
you have to do is talk. 
And if you talk fast 
enough, or loud enough, 
or long enough, you 
sometimes write a nice 
piece of business. 


It’s a lot easier to do 
more business, more con- 
sistently, if you know the 
“pitch” you‘re making is 
something more than just 
empty promises. 


People catch on awfully 
quickly these days. 


The only selling “pitch” 
we make here at Pearl- 
American is this: 


PEARL ASSURANCE COMPANY, 
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EUREKA SECURITY FIRE 
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Public Relations 


(Continued from Page 24) 


he is not being treated fairly, is denied 
his day in court, and that his agent is 
an accessory in the act. 


“Don’ts” for the Adjuster 


Now let’s consider the adjuster’s po- 
sition on this insurance team of ours, 
He is the man upon whom we depend 
to so evaluate a loss that all parties 
concerned are satisfied. At times he 
must have the wisdom of a Solomon and 
the diplomacy of a statesman, but he 
must never forget that his conduct dur- 
ing a loss adjustment will result either 
in good or bad public relations for the 
business. This does not mean that he 
should capitulate to the demands of an 
unreasonable insured, but he should be 
willing to take the time and trouble to 
reason with the insured and do his 
best to reach a fair and equitable agree- 
ment. 

One of the most common complaints 
made against adjusters by a dissatisfied 
claimant is “he was in too much of a 
hurry to get away.” If, as the old saying 
goes, “the proof of the pudding is in 
the eating,” then certainly the test of 
how well our insurance team is doing 
its job is whether or not we continue to 
have a satisfied customer after his loss 
has been adjusted. Actually we are in 
business to pay losses and we must 
handle this phase of our business just 
as graciously and promptly as we do 
the selling phase. 

Now what are some of the “don’ ts” 
for adjusters? At the top of the list is 
the adjuster who promises to be at the 
loss at a certain day and hour and does 
not show up. During the winter we had 
a case in a smal] town where an oil-fire 
space heater had caught fire and the 
blaze, although minor, resulted in smok- 
ine the premises badly and putting the 
heater out of commission. The loss 
was assigned to an adjuster located 
just a few miles away. He promised 
to be at the loss within two hours 
(at 2 p.m.) so the agent instructed 
the insured not to disturb anything 
until the adjuster arrived. The insured 
waited all afternoon in an unheated 
house for the adjuster. He did not 
show up until the next morning and 
explained that he had been unable to 
leave another adjustment in which he 
was involved. You can imagine how good 
were our public relations with the in- 
sured and his neighbors! 

Then there is the case of the ad- 
juster who gets to the loss promptly 
after assignment, does a good job of 
adjustment and reaches an agreement 
with the insured as to the amount of 
loss. He takes proof and leaves the 
insured kindly disposed toward the agent 
and company. Two weeks later the field- 
man of that company receives a call 
from the agent asking whv he has not 
received the loss draft. He tells the 
fieldman that the adjuster did a good 
job and now the company is nullifying 
that good work by delaying payment. 
On checking into the matter the field- 
man finds that the adjuster “has been 
very busy” and still has the proof of 
loss in his briefcase. Whom do you 
think the insured (and the agent) blames 
for the delay? The company of course, 
and properly so, as the adjuster is 
the company’s representative. 
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FINANCIAL STATEMENTS DECEMBER 31, 1952 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 


Organized 1866 


Milwaukee insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 
Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 


Organized 1909 
Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 
Organized 1906 
HOME OFFICE 
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Chicago 3, Illinois San Francisco 6, Calif, 
pee Sto 
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800 Bay St., Toronto 2, Ontario 
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Aviation Experience Presented For 


Policy Years 1948-1952 Inclusive 


Results compiled of aviation insurance 
by the Company Service Corp. as sta- 
tistical agent for the Insurance Depart- 
ment of the state of New York were 
issued this week. 

Compilations represent the experience 
of stock companies only on direct busi- 
ness. To reflect proper relationship to 























incurred losses, 


the policy 


written premiums for 
years 1948 to 1951 inclusive, 


have been treated as fully earned, while 


the written premiums for policy 
to an 
applying estimated 


1952 have been adjusted 
premium basis by 
percentages. 
lows: 





























The figures 


year 
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are as fol- 























Incurred Losses Paid Losses 
Net Direct Including Including Loss 
Policy Premiums Allocated Claim Allocated Claim Ratio 
Year Earned Expense Expense % 
Hull Ground Coverages 
Tae pe $ 5,465,448 $ 1,620,061 $ 1,617,359 29.64 
Oe rae 5,065,001 1,328,423 1,324,072 26.23 
BSS tee sens 5,884,760 1,009,196 980,987 47:15 
ToS BES oe 4,635,750 1,490,583 1,178,652 32.15 
SE co et ow Gkasess * 2813,389 837,096 343,598 29.75 
eC -) ero $23,864,348 $ 6,285,359 $ 5,444,66d 26.34 
Hull Crash Coverages 
“SS OCT: $ 8,294,600 $ 5,573,646 $ 5,565,785 67.20 
SEER 8,249,058 3,216,292 3,206,157 38.99 
i. aed tele 11,343,913 5,071,276 4,930,941 44.70 
ae eee eS 7,823,573 4,704,417 3,989,758 60.13 
(ae * 7,495,829 3,259,529 2,656,106 43.48 
Depths 5s sosiso'veinn $43,206,973 $21,825, 160 $20,348,747 50.51 
Aircraft Passenger Liability 
0 ASRS Beene ae $ 4,581,376 $ 1,762,306 $ 1,499,128 38.47 
(a Eee "4 387.880 2,860,276 2,280,891 65.19 
| SES oer 8,217,718 4,026,932 2,640,755 49.00 
1S (See 6,110,367 5,816,656 1,397,193 95.19 
IODE cts che asuss * 3,444,464 1,663,526 207,974 48.30 
Cc) epee $26,741,805 $16, 129 696 $ 8,025,941 60.32 
Aircraft Public Liability 
ee $ 910,255 $ 349,111 $ 244,523 38.35 
2 EE ee 807,034 264,417 160,008 32.76 
oS eee 845,543 149,653 65,671 17.70 
Me Rerce 854,813 910,790 239,467 106.55 
2 ARE ate ean * 544 646 81,552 8,752 14.97 
Bestia soos a sw wate $ 3,962,291 $ 17 755, 523 $ 718,421 44.31 
Aircraft Property Damage Lishility 
ree $ 992,980 $ 386,740 $ 343,388 38.95 
ee 945,186 915,581 889,716 96.87 
2 Ser cee 1,005,505 544,267 297,605 54.13 
ES ee eee 1,054,737 1,243,196 844,746 117.87 
SORE <5. hare scebak * 777,108 209,755 49,011 26.99 
Zit) Rea ere eg $ 4,775,516 $ 3,299, 530 $ 2,424,466 69.09 
Airport P. L. & P. D. 
on ee $ 673,560 $ 251,081 $ 208,991 37.28 
A eae 667,746 195,673 165,611 29.30 
oo ee ee 671,281 289,838 162,200 43.18 
ns Hy ys meee 751,440 865,376 119,443 115.16 
Ae ae * 292.889 218,583 20,947 74.63 
(eC 1 Rpg eer ere $ 3,056,916 $ 1,820,551 $ 677,192 59.56 
Products Liability 
Pes Sccvines acess $ 155,643 $ 53,319 $ 35,074 34.26 
TOO eo Se cscs s 540,818 46,953 16,953 8.68 
EN een 867,348 217,570 26,220 25.08 
BR ee 1,050,079 363,155 13,555 34.58 
A ag eee * 510,087 224,080 1,234 43.93 
PORBIS ben ceeee § 3,123,975 $ 905 077 7 $ 93,036 28.97 
Personal Accident (Individual & Group) 
ETOP $ 2,422,906 $ 1,108,871 $ 1,003,871 45.77 
Pi Seu skates es 2,457,049 843,501 843,203 34.33 
MD ic ri So 3 3,228,977 888,875 836,396 27.53 
SN es steuncws eee 3,590,584 873,652 791,095 24.33 
LS ee ON eee * 2'503,836 354,996 253,256 14.18 
St 1 | eae $14,203,352 4,069,895 3,727,821 28.65 
Hangar Keepers 
Te $ 119,881 $ 45,105 $ 20,106 37.62 
LE ee 135,557 40,610 25,960 29.96 
ot SPO oe 174,950 97,493 72,004 55.73 
2 ree 173,519 56,053 30,161 32.30 
co EA Ee * 78,806 12,311 3,871 15.62 
mal. cos. 255.8 $ 682,713 $ 251,572 $ 152,102 36.85 
Baggage 
i Ee $ ° 95.811 $ 92,941 $ 77,456 * 97.00 
en eee 112,064 73,065 73,065 65.20 
SOM Siete sn eeiees 132,589 84,971 83,416 64.09 
1951 LA A oe 163,059 164,859 131,554 101.10 
SE * 109,744 183,452 71,010 167.16 
WOR. cae sees $ 613,267 $ 599,288 $ 436,501 97.72 


* Estimated Earned Premiums 





PROTEST WEST VIRGINIA TAX 


Insurers Hold State Is Unfair in Trying 
to Impose Qualification and Cor- 
poration Taxation 

Numerous outside insurance companies 
may cease doing business in West Vir- 
ginia if subject to dual qualification and 
taxation requirements Robert W. Law- 
son, Jr. stated recently to Circuit 
Judge Frank L. Taylor. Mr. Lawson was 
one of several attorneys representing 
five insurers objecting to the ruling of 
State Auditor E. B. Sims holding out- 
of-state insurers liable for payment of 
the license tax required of other types 
of foreign corporations. 

The insurance firms already operate 
under a license issued by the State In- 
surance Commissioner and pay a 2% 
tax annually on gross premium business. 
To hold the companies liable for dual 
taxation, according to Lawson, is con- 
trary to both state and federal consti- 
tutions and represents unfair discrimina- 
tion. 

He pointed out that of the 496 com- 
panies listed by Sims as being liable of 
payment of the addition state tax re- 
quired of noninsurance companies for 
the privilege of doing business in the 
state some 366 have a gross premium 
business of $7,500 or less in the state 
annually. 

To make them pay the $150 minimum 
corporation tax would amount to levying 
at least a 4% tax on their business in 
the state, he said, adding that it will 
be contrary to public interest to have a 
number of insurance firms stop doing 
business in the state. 

Fred H. Caplan, assistant attorney 
general, took the position that West Vir- 
ginia law definitely provides for im- 
position of the foreign corporation tax. 
He stated that insurance policies and 
insurance business are becoming increas- 
ingly more complicated, and therefore 
in need of additional regulation. 

The fact that over a period of some 
52 years no attempt was made to collect 
the corporation tax from insurance com- 
panies does not invalidate the tax, in 
the opinion of Caplan, who further 
argued that it was never intended in 
Chapter 11, Article 12, Section 80 of 
the state code that insurance companies 
be exempt from the general corporate 
license tax. 

Lawson declared that Sims is trying 
to change the statutes by “administra- 
tive fiat,” and cited that fact the West 
Virginia mutual and reciprocal insurance 
concerns are not subject to a corporation 
tax, 


U. S. Chamber Renames 
Withe to Public Relations 


Stanley F. Withe, head of the public 
education department of the Aetna Life 
Affiliated Companies, in Hartford, has 
been named to a second term on the 
public relations advisory committee of 
the Chamber of Commerce of the United 
States. He is also chairman of the pub- 
lic relations committee of the National 
Fire Protection Association. 


Canadian Supt. Consider 


Insurance Act Changes 


After lengthy, careful study by the 
insurance companies, boards of trade, 
government officials, bar associations, 
etc., a proposed draft on legislation re- 
specting non-life sections of the Uniform 
Insurance Act will be submitted for con- 
sideration at the annual conference of 
Provincial Superintendents of Insurance 
of Canada at Charlottetown, Prince Ed- 
ward Island, in the week of September 
13, with the law revision report to be 
discussed September 15, 

The fire insurance sections of the 
Uniform Insurance Act in force in all 
provinces except Quebec have not been 
fully revised for many years and it is 
felt clarification process is now overdue. 

Other problems to be discussed at the 
annual conference will include automo- 
bile insurance forms, agency problems 
and life insurance legislation. 
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National Electrical Code 
Now Published by NFPA 


The code effecting electrical safety 
in every U. S. community, the National 
Electric Code, was published in its 
latest revision on September 1. The new 
edition, published and sponsored by the 
National Fire Protection Association of 
Boston, will supersede all previous edi- 
tions, the latest of which was issued in 
1951. Cost of copies is $3 each for the 
cloth bound version of 616 pages and $1 
a copy for the paper bound edition of 
488 pages. 

The most widely used safey standard 
of its kind, the National Electrical Code 
forms the basis for safe electrical ap- 
pliances and electrical installations jn 
buildings. The 1953 edition has been 
adopted as an American Standard by the 
American Standards Association. 

In its revised form, the new code is 
the result of a broad sampling of opinion 
and experience by home owners, in- 
dustry, inspection authorities, fire of- 
ficials, governmental agencies, insurance 
groups and cooperating national associa- 
tions. Representatives of these groups— 
over 130 individuals—have been working 
for the past tgvo years on the changes 
which have been incorporated in the 
1953 edition. 

Revisions were double checked by the 
general distribution to the electrical in- 
dustry and related fields of 5,000 copies 
of the proposed changes last fall. In 
addition to calling for comments on each 
change, this earlier publication outlined 
the conditions calling for the revisions, 

This is in accordance with the estab- 
lished method of originating and revising 
NFPA codes and standards. Chairman 
of the NFPA electrical correlating com- 
mittee is Merwin M. Brandon of Under- 
writers’ Laboratories and the secretary 
is Charles L. Smith, NFPA electrical 
field engineer who also is secretary of 
the International Association of Elec- 
trical Inspectors. 


WERT IN WISCONSIN FIELD 

The National of Hartford Group an- 
nounces the transfer of William J. Wert 
from the northern Illinois field to the 
Wisconsin field where he will handle 
the territory formerly traveled by E. L. 
Graf, who has resigned. Mr. Graf joined 
the National of Hartford Group in 1941. 


Sheldon on NAIA 


(Continued from Page 1) 


Association becomes larger rather than 
smaller. 

The fact that NAIA is a federated or- 
ganization and cannot act without the 
consent of all its affiliated groups is in 
itself no barrier to constructive and use- 
ful work, President Sheldon declared. 
He indicated that the organization pro- 
cedures should be consistent with the 
desires of the membership and necessi- 
ties of present day operation. 


Operating Cost Per Member Drops 


On the question of money and its ex- 
penditures by the National Association, 
Mr. Sheldon said, “It may be well to 
reflect that the budget of the National 
Association has increased only slightly 
during these hectic days of inflation.” 
In fact, the agents’ leader pointed out, 
“where the operating cost per member 5 
our 1949-1950 fiscal year was $8.09, 
the year just closed (based on the 
budget) this cost is running about $7.69 
per member. And, the services of the 
association have increased rather than 
lessened.” 

Mr. Sheldon concluded by emphasizing 
that “with a strong National Association, 
backed up by the whole-hearted support 
of the insurance agents, both financially 
and otherwise, and with strong local 
boards and state associations, and with 
the continued cooperative help of our 
companies on all of our problems, the 
future of the property insurance agent 
is as bright as ever.” 
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John H. Martin Heads 
Order of Blue Goose 


SUCCEEDS SAM L. STERLING 


Fennerty Elected as Keeper; New 
York Pond Represented; Garden 
State Pond Receives Charter 





John Henry Martin, Standard Forms 
Bureau of San Francisco, was elected 
most loyal grand gander of the Honor- 
able Order of Blue Goose at the grand 
nest convention in Winnipeg, Canada, 
last week. He succeeds Sam L. Sterling 
of Winnipeg, an adjuster, who held the 
top office in the fraternity for the last 
year. The grand nest gathering in 1954 
will be in San Francisco. 

Other officers advanced were as fol- 
lows: Alex B. Young, Hartford Fire, 
Kansas City, to grand supervisor of the 
flock; Robert L. Wiseman, adjuster of 
Washington, D. C., to grand custodian 
of the goslings; Jules E. Simoneaux, 
Steckler & Co., general agency at New 
Orleans, to grand guardian of the nest. 
Robert L. Fennerty, an attorney at Cal- 
gary, Alberta, was elected grand keeper 
of the golden goose egg, and H. L. 
Mauritson, Fireman’s Fund at Milwau- 
kee, continues as grand wielder of the 
goose quill. 

Mr. Fennerty, who joins the grand 
nest family, specializes in fire insurance 
law and is a past most loyal gander of 
the Alberta Pond. He also has served as 
deputy loyal grand gander for that sec- 
tion of Canada. He received his law de- 
gree at Alberta University in 1933 and as 
a Rhodes scholar attended Oxford Uni- 
versity in England, where he was gradu- 
ated in 1936. 

500 at Winnipeg 

There were about 500 delegates and 
wives at the Winnipeg meeting where it 
was reported that membership in Blue 
Goose is around 14,000. The New York 
City Pond was represented by Most 
Loyal Gander Floyd Pickett, Home In- 
surance Co.; PMLG Robert F. Stumpf, 
General Adjustment Bureau, Paterson, 
N. J.; Past Most Loyal Grand Gander 
Samuel A. Mehorter, McDaniel & Co. 
of New York, and Max C. W. Buchen- 
berger, Underwriters Salvage Co., New 
York City. Mr. Buchenberger has at- 
tended grand nest meetings for many 
vears but top honors apparently go to 
William Painter of St. Louis, who is 
reported to have attended all 46 grand 
nest sessions since Blue Goose was or- 
ganized. 

George P. Albiez, Pearl - American 
Group at Newark, most loyal gander of 
the newly formed Garden State Pond 
of New Jersey, attended the convention 
and received the official charter for the 
pond, with Mr. Mehorter making the 
presentation. 


New York Fire Losses Drop 

Losses assigned to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters in July 
numbered 890 and amounted to $1,499,693, 
compared to 893 losses for $2,493,825 in 
the same month last year. While the 
number of assigned losses was virtually 
unchanged there was a decrease in 
amount of 40%. Of the July losses 405 
claims were for fire and 478 for extended 
coverage. 

Secretary E. C. Niver states that for 
the first seven months of this year the 
number of assigned claims was 5,624 for 
$11 772,085 against 6,676 claims for $16,- 
384,755 in the same period of 1952. This 
shows a drop in number of losses of 16% 
and decrease in amount of 28%. Of the 
incurred losses this year 2,299 for $10,- 
297,486 have been for fire and 3,274 for 
$1,395,434 for extended coverage. 


BROOKLYN BROKERS MEET 
The Brooklyn Insurance Brokers’ As- 
Sere met last evening at the Hotel 
George in Brooklyn where a panel 
Be yh was held on various aspects 
of the brokerage field. The experts 
included Bernard Werbel, Charles Bar- 
nett, David Lamb, Max Klotz and Har- 
old Fleischer as moderator. George J. 
Mutari is president of the association. 


Interbureau Advisory Names 
Hugh P. King Statistician 


The aes Insurance Advisory 
Group announces employment of Hugh 
P. King as statistician. He holds a B.S. 
and an M.B.A. degree from New York 
University in economics and statistics. 
He is the president of the New York 
University Chapter of Delta Pi Sigma, 
statistical honorary fraternity. 

Mr. King will supervise all statistical 
research work of the Interbureau In- 
surance Advisory Group in support of 
development of combination peril poli- 
cies. He is a veteran of the Air Force 
and has had a considerable amount of 
statistical research published through 
various sources. 


Bis Bill 
(Continued from Page 17) 


German Lloyd was such that soon ship- 
ping interests in other countries adopted 
the practice of incorporating “Lloyd” in 
their firm names. This was never done 
in the United States, but to this day 
some confusions exists between the 
purely insurance activities of London 
Lloyd’s and those of steamship com- 
panies having nothing to do with insur- 
ance. 


SAMUEL KAHN I DIES 
Samuel Kahn, insurance producer of 
Montreal, Quebec, died August 19 in a 
Montreal hospital. He was 70. His wife 
and a daughter survive. 


Carlton O. Pate Dies 


Carlton Overton Pate, Sr., of Belle- 
haven, Greenwich, Conn., a senior part- 
ner in Pate & Robb, New York insur- 
ance brokers, died September 2 at his 
home. His age was 75. 

After graduation from Cornell Uni- 
versity in 1901, Mr. Pate joined the 
insurance firm founded by his father, 
William C. Pate, in 1876. He was a 
former president of the Insurance Bro- 
kers Association of New York and a 
member of the Cornell Club, the Drug 
and Chemical. Club of New York, the 


Sons of the American Revolution and 
the Bellehaven Beach Club. 


AMERICAN RE. DIVIDEND 
Directors of the American Re-Insur- 
ance of New York have declared a divi- 
dend of 30 cents a share payable Sep- 
tember 14 to stockholders of record Sep- 
tember 4. 


NEW ARRIVAL FOR JACK FINK 
Jack A. Fink, president of General In- 
surance Brokers’ Association of New 
York, Inc., is receiving congratulations 
on the new arrival in his family—Jesse 
Roy Fink. This is his third son, born in 
Brooklyn Jewish Hospital, and doing 
fine. The Finks have one daughter. 
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Tomorrows Earnings! | 


Over 40% of all businesses damaged by a serious fire or 
windstorm never reopen—even though most of them have 
insured their buildings, fixtures and stock. The reason, of course, 
is that few businesses can stand the drain of a long period with- 
out earnings while repairs are. being made. 


Such failures need not happen. A business can insure the 
earnings it might lose after a fire or other disaster. Called Busi- 
ness Interruption Insurance or Earnings Insurance, this form of 
protection affords the businessman a much-needed cushion 
against misfortune. Earnings Insurance protects a firm not only 
against the total loss of income resulting from a complete shut- | 
down, but also against a partial loss in earnings if it is unable 
to carry on some portion of the business. 

There is nothing complicated or expensive about Earnings 
Insurance. It is highly useful and ordinarily costs less per $100 
of coverage than insurance on your building and other physical 
assets. Yet a loss in income could be much more serious than 
the property loss you might suffer. | 


Ask a competent, independent insurance agent or broker to 
help you determine how much Earnings Insurance you need to 
protect your business against failure. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL 
Home Office: 49 Wall Street, New Yark 5 


Baltimore » Boston + Chicago * Cincinnati + Cleveland « Dallas + Detroit «Grand Rapids - Houston 
Indianapolis + Los Angeles - Milwaukee - Newark + New Haven * Oakland + Philadelphia 
Pittsburgh + Portland, Ore. - Richmond + St. Louis + San Francisco + Seattle + Syracuse 


Fire, Marine and Casualty Insurance 


Buyer should know—No. 66 
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PROMPT SERVICE 
IS 
OUR CREED 


Time is a valuable asset 


for increasing income. 


Fast, accurate, efficient 
service permits our agents 


to do more active selling. 


You too can get the bene- 
fit of this efficient service 
through joining the Han- 


over and Fulton. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 
* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 
CHICAGO 90, ILLINOIS 


PACIFIC COAST DEPT. 


340 PINE STREET 
SAN FRANCISCO 4, CAL. 
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Trend of 1953 Hull Underwriting 
As Seen From British Standpoint 


Some current developments in the ocean marine insurance market are analyzed by 
the marine correspondent of the “Post Magasine and Insurance Monitor” of London. 


This authority presents some interesting 
lowing are extracts from his article: 


The shocks administered early in the 
year io loss of several fine ships un- 
doubtedly contributed to the firmer atti- 
tude cdceuel by underwriters over sub- 
sequent renewals, a tendency which 
became more noticeable as the year 
progressed. More than any other factor, 
it is the high incidence of major casu- 
alties cout sled with the upward movement 
of repair costs which underwriters find 
disturbing, and the recent loss of two 
American tankers of over 10,000 tons 
gross, as a result of explosion and fire 
following collision, has not served to im- 
prove matters. 

The 10% general surcharge imposed 
last February on all renewals may well 
prove inadequate to cover the continued 
increase in repair costs and the effect 
of deferred repairs on ultimate claims, 
particularly as shipyard workers are still 
clamoring for higher wages. If anything, 
unless there is a great improvement in 
casualty experience between now and the 
end of ~~ year, the 1953 account may 
finish up “in the red,” the more so as 
the bul "yf of the renewals was not affected 
by the surcharge, having been negoti- 
ated before it became soeliee. 

“On Account” Payments 

With a view to minimizing settlements 
after the end of the third year of the 
account, the extent of which has been an 
undesirable feature of the post-war years, 
underwriters have lately given more en- 
couragement to the submission of claims 
for payments “on account” and this de- 
velopment must inevitably be reflected 
in higher percentage settlements in the 
earlier years. In this way it is hoped 
that a clearer picture will be obtained, 
at an earlier date, of the ultimate run- 
off of the account. 

Underwriters do not overlook the fact 
that it was not unti] 1951 that the tide 
began to turn against them, the three 
preceding years having yielded a fair 


margin of profit. In the circumstances 





1NCE 


views on rating and insured values and fol- 


they are not unduly pessimistic over the 
present situation, having every confi- 
dence that stability of rating will con- 
tinue to be maintained by the operation 
of the sliding scale of the Joint Hull 
Understanding which calls for minimum 
percentage increases on renewal, varying 
in severity according to the actual bal- 
ance, in all cases where an account has 
failed to show a credit balance of 35% 
over the last three completed years. 
Thus, by adhering to the terms of the 
sliding scale, underwriters are hopeful 
that the increase in premium attracted 
by adverse claims records will, in the 
long run, restore a more favorable out- 
look. 
Shipowner’s Argument 


While there is everything to be said 
in favor of stability of rating, and no 
one can deny the justice of the last gen- 
eral surcharge, shipowners have not been 
sparing in their criticism of the sliding 
scale. 

Hull business must be viewed both 
collectively’ and individually: collectively, 
in order to fix a basic rate which takes 
into account existing factors affecting all 
risks—such as increased repair costs and 
the inflation of claims due to delay in 
effecting repairs; individually, so as to 
assess the appropriate “differential” on 
risks which fail to show a _ reasonable 
margin of profit on the basis of existing 
rates. If underwriters were to concede 
a reduction in rate whenever an account 
had run well, there would soon be an 
end to stability and anomalies in rating 
would be rife. 

It should not be overlooked that, quite 
apart from the fact that an underwriter 
is entitled to a reasonable premium for 
the risk he assumes, it is part of his duty 
to build up adequate reserves to provide 
for catastrophes. The fact that a risk 
runs off safely does not justify the re- 
turn of any part of the premium, the 
potential liability having been present all 
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the time; neither does it warrant a 
renewal being negotiated at a reduced 
rate when there has been no improve- 
ment in the general situation. 

On the other hand, if a risk is proved 
to have been inadequately rated in the 
light of claims experience, there is every 
justification for an increase in rate. A 
shipowner with a good record pays on 
renewal no more than the 10% surcharge 
at the most, and where his record is par- 
ticularly good the Joint Hull Sub-Com- 
mittee may agree to waive the surcharge 
altogether, though admittedly such cases 
are rare. If any criticism can be made 
at all, it is that the minimum credit bal- 
ance of 35% over three years, below 
which an increase becomes payable under 
the sliding scale, appears a little on the 
high side. 


Problem of Insured Values 


For all their anomalies, the Joint Hull 
Agreements and Understandings have 
worked well in practice and put hull un- 
derwritings on a sound footing. But one 
major problem remains and that is the 
problem of insured values, with which 
rates are inextricably bound. In itself, 
the actual rate per cent means nothing; 
it is the bulk premium which matters. 
The insured value thus becomes of first 
importance in fixing the slip rate. 

The insured value should naturally 
have some relation to the market value 
of the vessel, though in special circum- 
stances a vessel may have a value to her 
owner considerably in excess of the mar- 
ket value of a similar shin. From an un- 
derwriting standpoint, therefore, it is 
necessary to arrive at a workable “stand- 
ard” for insured values, and the most 
practicable way of doing this is to relate 
the value to the vessel’s tonnage, year of 
ee and type of construction. Other 

factors, such as management and nature 
of employment, can be taken into ac- 
count in fixing the final rate. Where, 
therefore, a vessel is valued for insur- 
ance purposes below the “standard” value 
per ton, the rate per cent will be corre- 
spondingly higher. 

If values were to remain static, no 
difficulty would arise. But second-hand 
values are subject to marked fluctuation. 
being largely at the mercy of the freight 
market. 

While it is undesirable that, once a 





N. Y. Mariners Club 
Field Day Sept. 22 


The third annual field day of the New 
York Mariners Club will be held at the 
Wheatley Hills Golf Club at East Wil- 
liston, Long Island, on September 22. 
John R. Tamm of the Marine Office of 
America, chairman of the program com- 
mittee, has arranged a varied program 
for members of the club and_ their 
guests. 

For golfers the competition will be 
for the skipper’s trophy which was won 
last year by Wilfred Womersley of the 
Home Insurance Co. and for the Babaco 
award. There will also be putting and 
nearest-the-pin contests as well as a 
softball game. 

Skipper E. J. Brill of the Royal-Liver- 
pool Group will preside at the dinner 
at which time award of prizes for the 
various events will be made. 


Eberle Agency Marine Mgr. 

Marcus H. Eberle has been named man- 
ager of the marine department of Moore, 
Case, Lyman & Hubbard, Chicago insur- 
ance agency. Mr. Eberle has been con- 
nected with the agency’s marine depart- 
ment for two years. Before that he was 
for two years sales representative for 
Richard Irwin, Inc., Chicago college text 
book publisher. 

Mr. Eberle graduated from Northwest- 
ern University College of Business Ad- 
ministration in 1948 and received the 
degree of M.B.A. in insurance from the 
University of Pennsylvania in 1951. 


ALBERT L. SMITH DIES 
Albert L. Smith, Montreal manager 
of the Markel Service of Canada, Ltd., 
long haul truck insurance underwriters, 
died August 20 at his home in Mon- 
treal, Quebec. 





value has been agreed with underwriters 
for a 12 months’ insurance, constant ad- 
justments should be made according to 
the state of the second-hand market, 
where it is evident over a prolonged pe- 
riod that there has been a marked de- 
cline in values it is only proper there 
should be a reduction in insured values. 
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ALBERT WILLCOX & CO., INC. 


Established 1916 
REINSURANCE BROKERS 


Facultative — Treaty — Excess of Loss 
Fire — Marine — Inland — Casualty 


REINSURANCE PLANNED and NEGOTIATED 
DOMESTIC and LONDON MARKET FACILITIES 
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Sheldon Warns Agents 
Of Commission Loss 


IN MODIFIED Al AUTO FILINGS 


Tells Oregon Aeseilidiinn That Agents 
May Suffer in Attempt to Meet 
Direct Writers’ Competition 


“There is a definite and positive feel- 
ing in the minds of some company ex- 
ecutives that the allowance in the auto- 
mobile B.I. and P.D. filings for the pro- 
duction cost factor will have to be 
reduced, which constitutes a threat of 
modification of that portion of the rate 
that contains the agents’ commission,’ 
said Walter M. Sheldon, president of the 
National Association of Insurance 
Agents, in addressing the annual conven- 
tion of the Oregon Association of Insur- 
ance Agents at Portland, August 31. 

He added that “currently the National 
Bureau is seeking with all earnestness 
modified methods of rating the automo- 
bile bodily injury and property damage 
exposures. Representatives of the Na- 
tional Association, called into conference 
by the Bureau, held the position that 
until truly competitive rates could be 
established we were better off with the 
current classification plan. And, by com- 
petitive rates we recognized ‘that any 
rate filings that include in the produc- 
tion cost factor an allowance for agents’ 
commission, would normally be higher 
than the rates of a direct writer. 


Neither Classification Nor Merit Rating 
Plans Answer to Competitive Problems 


“But,” he continued “neither the modi- 
fied classification plan nor the merit 
rating plan discussed at the meeting an- 
swers the competitive problems and that 
is why your representatives held that 
we were better off with the current 
classification plan. 

“Those of us who have been in at- 
tendance during recent years as your 
representatives at the meetings of the 
National Association of Insurance Com- 
missioners are becoming increasingly 
concerned with what appears to be an 
effort of some of the supervisory au- 
thorities to go way beyond what we feel 
was the intent of the rating laws en- 
acted at state level as a result of Public 
Law 15,’ Mr. Sheldon said. “The in- 
tent of these laws was to provide rea- 
sonable uniformity and I venture the 
opinion that the many rate deviations 
and independent filings being approved 
by the Commissioners may some day 
prove embarrassing to all of us. 

“But,” the NATA president said, “what 
currently concerns me most is the recom- 
mendation of a joint committee of the 
Commissioners that data supplied by the 
companies under uniform accounting re- 
quirements be used as a guide in rate 
making. Agent and company leaders are 
much concerned and feel that this recom- 
mendation goes way beyond the intent of 
the rating laws. 

“Tf the various charges that make up 
the expense portion of the premium 
dollar are considered independently when 
a Commissioner considers the adequacy 
of a rate filing, I am very much con- 
cerned as to the ultimate results. unless 
the agents are prepared to justify their 
portion,” Mr. Sheldon cautioned. 


Excess Covers, Inc. New 
Reinsurance Agency 


LOCATED AT 64 WALL ST., N. Y. 


Organized by Von Thaden and Scher- 
merhorn; Have Purchased Eastern 
Business of Excess Underwriters 


Arthur Von Thaden and William 
Schermerhorn have organized Excess 
Covers, Inc., at 64 Wall Street, New 
York City, and have purchased the 
business in force of the eastern depart- 
ment of Excess Underwriters, Inc. This 
purchase, together with other markets 
represented by Excess Covers, Inc. will 





ARTHUR VON THADEN 


enable them to serve brokers and agents 
as well as insurance companies with ex- 
cess and reinsurance markets. 

Mr. Von Thaden was formerly pres- 
ident and chairman of Excess Under- 
writers, Inc. Before his affiliation with 


U. S. F. & G. DIVIDEND 
The board of directors of United 
States F. & G. has declared the regular 
dividend of 50 cents a share, payable 
October 15 to stockholders of record on 
September 25. 


Excess Underwriters in 1942 he was 
assistant to the president of Excess In- 
surance Co. of America and before that 
was manager of the insurance depart- 
ment of the Chamber of Commerce of 
the United States. His start in the 
insurance business was with Fidelity & 
Casualty where he became assistant stat- 


istician, leaving that post to become 
the statistician of the Commercial Cas- 
ualty Co. 


Mr. Schermerhorn was likewise for- 
merly associated with Excess Under- 
writers, Inc. as resident vice president 
in their New York office. Previous to 
that he operated for about ten years 
as a reinsurance broker and consultant 
in both Philadelphia and Chicago. His 
initial entrance in the reinsurance busi- 
ness was with the Excess Insurance Co. 


WILLIAM SCHERMERHORN 


of America where he became assistant 
secretary. 

The firm of Mudge, Stern, Williams 
and Tucker represented Excess Covers 
in connection with the purchase of the 
business from Excess Underwriters. 
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8.8% Average Increase in 


Comp. Rates Approved 


Artemas C. Leslie, Pennsylvania In- 


surance Commissioner, has approved a 
revision in rates for workmen’s com- 
pensation insurance as proposed to him 
by the Pennsylvania Compensation Rat- 
ing & Inspection Bureau. The revised 
rates, which are on the average 88% 
higher than those previously in effect, 
were necessitated by amendments en- 
acted at the 1953 session of the General 
Assembly, increasing the benefits under 
the workmen’s compensation and occu- 
pational disease acts as of September 1, 
1953. 

The average increase in rates for 
classifications in the manufacture and 
utilities group will be 7.3%; for those in 
the contracting and quarrying group 
10.8%, and for those in the other indus- 
tries group 9.2%. No increase was nec- 
essary for those classifications in the 
Federal Industry Group. 

The new rates will apply to all poli- 
cies, excluding coal mine, with effective 
or anniversary dates of September 1, 
1953, and thereafter. They also apply as 
of September 1, to policies with effective 
or anniversary dates during the months 
of July and August, 1953. 





Insurers Seen Reluctant 


To Cover City Liability 


In a statement this week, Edward 
Michaelian, mayor of White Plains, N. 
Y., and president of the New York State 
Conference of Mayors, said that, be- 
cause of recent legal interpretations by 
the courts, some municipalities are hav- 
ing trouble obtaining liability and prop- 
erty damage insurance. He cited his 
own city as an example saying that the 
Globe Indemnity Co. which had held the 
risk since 1949, was not interested in 
renewing “at any price.” The city has 
arranged for month-to-month coverage 
on a retrospective basis with the Hart- 
ford A. & I, while a new permanent 
carrier is sought. 

After conferences with other mayors, 
Mr. Michaelian declared that the diffi- 
culties over insurance stemmed largely 
from a ruling two years ago by the 
New York Court of Appeals. This up- 
set an old legal theory that a defect in 
a sidewalk or pavement had to entail : 
variance of at least four inches to jus- 
tify payment of damages. After a vari- 
ance of only an inch or two in surface 
level had been held sufficient, the claims 
began to multiply. 

William McKinley, corporation coun- 
sel of White Plains, said 30 claims 
amounting to $536,000 had been filed 
against the city in the last year because 
of sidewalk accidents. This was double 
the number in other recent years. 

Mayor Michaelian said the City Coun- 
cil had planned earlier this year to 
adopt a local law that would outlaw any 
claim based on a defect that the city 
had not had at least 48 hours to re- 
pair, but that the plan had been dropped 
because of local opposition and because 
the state legislature was proposing a 
similar law that would be statewide. 
While the Governor vetoed the state 
law, efforts to have it enacted next 
winter will be made by the state con- 
ference, the mayor said. 








PERKINS TO HARTFORD 
Wilkes D. Perkins has been ni: med 
assistant manager in American Surety’s 
Hartford branch office, effective Sep- 
tember 1. With the company since 1937, 
he has had previous experience in claim 
and production work. 
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Summary of Bureau’s Classifications 


For Private Passenger Auto Liability 


Divisions of Three Main Classes to Relate Risks More 
Directly to Experience; Merit Rating and Cost 
Allowance Still Under Study 


As forecast in the Eastern Under- 
writer the National Bureau of Casualty 
Underwriters has evolved a new plan 
of classifying private passenger automo- 
biles for liability rating purposes. This 
development had been eagerly awaited 
and the source of much advance specula- 
tion among the insurance fraternity. The 
Eastern Underwriter herewith publishes 
a summary of the plan as announced to- 
gether which such inform: ition on filings, 
recommendations, etc., as is available. 

The new plan keep: »s the three major 
classifications that hove been in use, but 
in the setting up of three subdivisions 
under each of two of the major classifica- 
tions there is an attempt to have the 
rates relate more directly to the expo- 
sures involved. A statement _— by 
William Leslie, general manag of the 
National Bureau, estimated th: t at least 
50% of the people insured in the approx: 
imately 150 companies which are mem- 
bers of the bureau will benefit by some 
reduction in the cost of their auto liabil- 
ity insurance through application of the 
new plan. 

The following is a listing of the new 
classes and the contemplated differen- 


tials: 
Non-Business, No Youthful Drivers 
Class 1A —automobile not customarily 


used in the course of driving to or from 
work; Class 1B — automobile customari- 
ly used in the course of driving to or 
from work a distance of less than ten 
road miles one-way; Class 1C — automo- 





SHIFTS MAIN OFFICE TO CHICAGO 
Excess of America to Have Production 
and Service Office in N. Y.; O’Con- 
nor and Diakoff Stay Here 

The executive offices of the Excess 
Insurance Co. of America moved from 
New York to Chicago over the past 
weekend but the company will continue 
to maintain a service and production of- 
fice here at 161 William Street. Sta- 
tioned at this office will be Roy F. 





O’Connor, secretary of the company, and 
Eugene Di ake ff, assistant vice president, 
ill share the duties. Mr. O’Connor 


years of service with the Ex- 
cess to his credit while Mr. Diakoff has 
the company for six years. 
go to the Chicago executive 
located in the 








office (which will be 
Mutual Insurance Building, Sheridan 
Road) are F. H. Kelly, vice president 


in charge of claims, and James B. Har- 
riss, Jr., assistant treasurer 
H. G. Kemper is president 


urer of the company. 


and treas- 


New Officers of Insurance 
Law Section, American Bar 


George E. Beechwood, member of 
Conlen, La Brun & Beechwood, Phila- 
delphia law firm, is the new chairman 
of the insurance law section, American 
Bar Association—elected at last week’s 
annual meeting in Boston. Walter Mans- 
field, Detroit, was named first vice presi- 
dent; W. Percy McDonald, Memphis, 
second vice chairman, and Welcome D. 
Pierson, Oklahoma City, secretary. 

Named to the insurance section’s 
council were L. J. Carey, vice president 
and general counsel, Michigan Mutual 
Liability; George W. Orr, director of 
claims, United States Aviation Under- 
writers, Inc., and John J. Wicker, Jr., 
Richmond attorney. 

The 1954 annual meeting of American 
Bar Association will be held in Chicago 
but date and hotel headquarters are not 
yet available. 


bile customarily used in the course of 
driving to or from work a distance of 
ten or more road miles one-way. 
Non-Business, Youthful Drivers 

Class 2A—operators under 25 years 
not owners or principal operators of the 
automobile, or the owners or operators 
under 25 years of age married with legal 
custody of a child resident in the house- 
hold; Class 2B—operators under 25 years 
of age owners or principal operators and 
married without legal custody of a child 
resident in the household; Class 2C — 
operators under 25 years of age owners 
or principal operators and not married. 

Business Use, No Youthful Drivers 

Class 3—private passenger automobiles 
owned by corporations, co-partnerships 
or unincorporated associations, or those 
owned by individuals and used for busi- 
ness, 


Differential 
REAR DA. Sone h cussing eoetee teed ekeaeen -60 
COME SU 6 ctacdgicee deans haneeshwaoe kes .70* 
Clee PM Niskss cn adbbcsaceesowabneatends 85 
LIAN SR usreansvewineubbs cieebideusess 1.10 
CARO EE 54 bd0500d6nk 6 eaedeened bh084e5 1.25 
Cent OL, vs ccuce bend 004580 beckavenannet 1.50 
CAO 2. Lavankd> dsc ceed ekewbasaneecce 1.00 


* Subject to downward modification in non- 
congested areas. 

Under the plan clergymen and farm- 
ers receive special consideration in that 
their automobiles are not considered as 
being used for business purposes or for 

going to or from work. Farmers will re- 
ceive rates about 20% less than would 
otherwise apply to their private passen- 
ger cars. At present they receive a 
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discount of 15%. Passenger cars owned 
by farm family co-partnerships and cor- 
porations will receive the same rates as 
individually-owned farmers’ cars. 

Plans for Filing 

Mr. Leslie has announced that the 
plan is to be introduced on a country- 
wide basis. In many states the plan will 
be filed without change in rates, but in 
some, where experience has been ad- 
verse, introduction of the plan will be 
accompanied by a revision of the exist- 
ing statewide rate level. 

The National Bureau has_ reached 
agreement with the Mutual Insurance 
Rating Bureau to file the same private 
passenger classification plan in those 
states where the two organizations co- 
operate in rating matters. « 

Calls for Further Study 

Meanwhile, no conclusive decision has 
been reached on two important aspects 
of the rate question. The bureau has 
agreed that the subject of the reduction 
of total production cost allowance in the 
manual structure should be explored and 
to this end a meeting with the national 
producers organizations has been set for 
September 10. Finally, on the question 
of merit rating, the bureau has approved 
continuation of the study of a merit rat- 
ing plan to be superimposed upon the 
revised classification plan as soon as 
practicable. 
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APPOINTMENT OF M. D. PIER 





Will Become Executive Vice President, 
Reinsurance Division, U.S. & Foreign 
Management, Ltd., Sept. 1 
U. S. & Foreign Management, Ltd, 
New York City, announces the appoint- 
ment of Mortimer D. Pier as executive 
vice president of their reinsurance diyj- 

sion effective September 1, 1953. 
Mr. Pier has resigned as executive vice 
president of Excess Insurance Co, of 


Fabian Bachrach 
PIER 


MORTIMER D. 


America in order to accept this new po- 
sition. A native of California and grad- 
uate of UCLA, Mr. Pier entered the 
insurance business with the Kemper 
group in California and was later trans- 
ferred to Chicago and subsequently to 
New York as secretary of Excess Un- 
derwriters, Inc. In 1945, after four and 
a half years in the Army where he 
was a major in an armored division, he 
joined the Excess Insurance Co. of 
America, 


Actuarial Society Names 


Successful Candidates 


Richard Fondiller, secretary-treasurer 
of the Casualty Actuarial Society has 
announced the names of the successful 
candidates who passed the examinations 
held by the society last May. Heading 
the list are four Associates who have 
completed the examinations and will be 
admitted as Fellows of the society as of 
the date of the annual meeting in No- 
vember. They are J. R. Bevan, C. H. 
Graves, J. B. Halley and J. A. W. Trist. 

The following will be admitted as As- 
sociates at the annual meeting: N. 
Bennett, M. Bondy, J. P. Conte, 
Crofts, W. S. Gillam, J. Harack, W. V. 
B. Hart, ir. G.®: Head, R. H. Kallop, 
Pp. -2s. Katz, R. J. Mills, W. J. Perkins, 
O. D. Richmond, J. W. Thomas. 

Of the Associates who took the ex- 
aminations for Fellow, five have com- 
pleted Part I; six, Part II; four, Part 
III and six, Part IV. Of those being ex- 
amined for Associate, 32 completed Part 
I; 31, Part II; 16, Part III; and 17, 
Part IV 
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“Cowboy” hosts for the dozen regional “Roundup Jamborees” to be held this fall 

by Mutual of Omaha and United Benefit Life are, kneeling, left to right: Bruce 

Moredick, Chester Elson and Sigurd Stottrup. Standing, left to righ are Paul 
McKee, Robert Fogle and Jess Hart. 


Twelve regional “Roundup Jamborees” 
have been scheduled by Mutual of 
Omaha and United Benefit Life for 
September, October, November and early 
December. More than 1,500 managers, 
top producers and their wives have quali- 
fied to attend the four-day celebrations. 

Climaxing each meeting will be a 
“Roundup Farewell Banquet.” Speakers 
will include V. J. Skutt, president of 
Mutual of Omaha; Frank Walton, vice 
president in charge of sales, Mutual of 
Omaha ; and Murray Longworth, execu- 
tive vice president of United Benefit. 

Home office hosts, representing the 
sales and agency departments, include 
Sigurd Stottrup, Chester Elson, Bruce 
Moredick, Paul McKee, Jess Hart, Rob- 
ert Fogle, Warren Cook, ‘Hugh McKenna 
and Ben Berg. They will be in charge 
of both business and entertainment 
phases of the Jamborees. 

Each of the hosts will be garbed in 


western cowboy outfits to lend “Round- 
up” atmosphere to the Jamborees. The 
Omaha “cowboys” will have plenty of 
authority behind them, as each has been 
deputized by Douglas County (Omaha) 
Sheriff Richard Collins as a_ special 
deputy sheriff—badge and all. 

Dates and locations of the meetings 


are: Aug. 31- Sept. 4—French Lick Ho- 
tel, French Lick, Ind.; Sept. 1-5—The 
Balsams, Dixville Notch, N. H.; Sept. 


3 - 17—Grove Park Inn, Asheville, N.C.; 
Sept. 13-17—Cavalier Hotel, Virginia 
Beach, Va.; Sept. 21 -25—The Concord, 
Kiamesha Lake, N. Y.; Sept. 23 -27— 
Sagamore Inn., Lake George, N. Y.; 
Sept. 27-Oct. 1—Santa Barbara 
more, Santa Barbara, Cal.; 
Sun Valley, Sun Valley, Idaho; Oct. 4-8 
—The Northernaire, Three Lakes, Wis.; 


Oct. 11-15—The Northernaire, Three 
Lakes, Wis.; Oct. 28 - Nov. 1—Fontenelle 
Hotel, Omaha, Neb.; Dec. 6 - 10—Desert 


Inn, Palm Springs, Cal. 





EMPLOYERS MUTUALS REPORTS 





President Wm. H. Burhop Tells Board 
of 4.7% Increase in Claims Reported, 
New Business Up 35% 

A general rise in industrial produc- 
tion throughout the country is indicated 
in recent casualty insurance compensa- 
tion claim reports, the board of directors 
of Employers Mutuals of Wausau was 
told here today. In a statement to di- 
rectors attending the regular quarterly 
meeting, William H. Burhop, president, 
cited a 4.7% increase in compensation 
claims reported to the company through 
the first seven months of 1953 over the 
same period last year. At the same time, 
Mr. Burhop noted that the claims for 
the last four months were up 5.7% from 
the like period last year. 

Casualty claims under wrokmen’s com- 
pensation rise and fall in direct propor- 
tion to the total volume of man hours 
worked, although there is a long-term 
downward trend in claim frequency due 
to improved accident and disease preven- 
tion techniques, he pointed out. Earned 
premiums reported by leading compensa- 
tion casualty writers in all parts of the 
country point toward the same trend in 
industry generally, Mr. Burhop declared. 

The board was also informed that new 
business writings—covering all lines 
written by the company—were up 35% 
for the first seven months of 1953 com- 
pared with the same period a year ago. 
In other action, the board voted a con- 
tinuation of policyholders’ dividends at 
the same rates. Employers Mutuals is 
among the top writers of workmen’s 


compensation insurance. In addition, they 
write all forms of casualty and fire in- 
surance. 


Named Ohio Turnpike 


Insurance Consultant 


Clayton G. Hale of Cleveland has been 
retained as insurance consultant to the 
Ohio Turnpike Commision under a re- 
strictive agreement by which his firm, 
Hale & Hale of Cleveland, eliminates 
itself from the writing of any insurance 
for the commission or the commis- 
sioner’s contractors. 

Until Ohio Turnpike Project No. 1, 
now under construction across north- 
ern Ohio, is in complete operation an 
administrator, probably part-time, in the 
commission’s headquarters, will handle 
the office control of the commission’s 
insurance and the insurance specifica- 
tions applying to contractors in connec- 
tion with their work on the project. 

Mr. Hale has had 30 years experience 
in the property insurance business for 
which he is licensed in 12 states and 
Canada. He served as assistant chief of 
the Insurance Division of the Navy De- 
partment in World War II and has been 
insurance consultant to the office of the 
Secretary of Defense since 1950. 


POLIO INSURANCE IN DEMAND 

Several insurance companies in west- 
ern Canada are working overtime in 
order to keep up with the applications 
for polio insurance in view of large 
number of cases reported there. The 
rates are generally $10 for the average 
family or $5 for an individual member, 
with the protection offered being $7,500 
to pay for costs of treatment for any 
one victim of the disease for a term of 
five years. Policies are issued for a 
two-year term. One group of companies 
has boosted its rates from $10 to $15. 





Rate Regulation Bad 
For Disability Field 

ROBERT H. RYDMAN ADDRESS 

A. & H. Conference Asso. General Coun- 


sel Warns ABA Meeting of Need to 
Keep Free of Excessive Controls 








In his address before the American 
Bar Association annual meeting at Bos- 
ton last week, Robert H.- Rydman, asso- 
ciate general counsel of the Health & 
Accident Underwriters Conference, said 
that although no state at present has the 
legislative authority to undertake general 
rate regulation of the disability field, 
if such an effort is made the insurance 
law fraternity, as professional men, has 
a duty to keep the road to free competi- 
tion open so that the public will not be 
made to suffer. 

In his talk, Mr. Rydman praised the 
accident and health business for the 
progress that has been made over the 
past years, both in the improved cov- 
erage offered and in the tremendous 
growth of insurance in force. This, he 
said, in all probability would not have 
been accomplished without the element 
of competition. 

“it rate regulation comes to the dis- 
ability insurance field,” he said, “of nec- 
essity, standardization of coverages and 
forms would accompany it. The industry 
could not possibly maintain its rate of 
growth and its rate of progress and the 
public would be harmed in that it would 
lose the advantage of progress achievable 
through competition. Also, in my judg- 
ment, the door to the socialization of the 
medical sciences would be more acces- 
sible by those advocating such a pro- 
cedure.” 

Laws Born of Expediency 

In warning his audience to beware of 
laws born of expediency, which may end 
up as “Frankensteinian” monsters, Mr. 
Rydman outlined the process of the 
relatively minor laws which refine or 
complement the broader laws. A public 
official believes that an evil exists that 
should be corrected. That is step one. 
Instead of long-term planning, the bill is 
drawn “around” the problem, step two. 

“The commissioner or the appropriate 
staff member also agrees to a certain 
interpretation which would correct any 
difficulties in the bill itself,’—step three. 

But, Mr. Rydman ieels the trouble 
begins, “A few months or a few years 
later when the insurance department 
official who made the _ interpretation 
leaves office. His successor deliberately 
or otherwise places a different interpre- 
tation on the law. Meanwhile two or 
three other states add the law to their 
statute books. 

“By multiplying this situation a few 
dozen times we arrive at the present 
status of our insurance laws.” 

Mr. Rydman believes that while this 
situation is bad enough with the laws 
themselves, it is magnified in the admin- 
istration of them. “Through administra- 
tive interpretation and rules, there are 
multiple problems instead of isolated 
ones.” 

Standardization of benefits would be 
no answer, either. It might help in get- 
ting policy approval, but otherwise, “It 
would limit the companies’ efforts to get 
better and better protection available to 
the public.” 

A. & S. Policy Provisions Law 

One thing that is being done, however, 
is the adoption of the Uniform Individ- 
ual Accident and Sickness Policy Provi- 
sions Law in many states. It has to do 
with rights and duties of the contracting 
parties and not standardization of bene- 

ts. 

“The quibbling over words and phrases 
contained in policy forms is of no public 
benefit.” 

In the long run, he feels, an accumula- 
tion of these relatively minor matters, 
taken individually are not vital, but their 
total effect is to pass increased expense 
along to the policyholder. 

“The contractual language of an insur- 
ance policy is not nearly as important as 
the character of the company issuing the 
policy. The companies are highly com- 





Visiting Surety Assn. 
William V. Robinson and Paul D. E. 
3rennan of the Toronto and Montreal 

offices of the Canadian Underwriters’ 
Association have been visiting the Surety 
Association of America in New York, 
conferring with Martin W. Lewis, gen- 
eral manager, and members of his staff 


on matters of common interest. Both 
associations have benefited for many 
years from an interchange of view- 


point and procedures. 

These discussions completed a prelimi- 
nary study which the Surety Association 
has made of problems outside its own 
area, including visits made in Cuba, 
Hawaii and Mexico City. : 





C. R. JAMESON PROMOTED 





To Be Manager of Aetna C. & S. Boston 
Office; In N. Y. Managerial Posts 
for Past 10 Years 
The promotion of Charles R. Jameson 
to be manager of the Boston branch 
office of the Aetna Casualty & Surety, 
effective October 1, has been announced 


by E. C. Knapp, vice president. 
Mr. Jameson, now assistant general 
manager at the company’s New York 


City headquarters, will succeed Guy E. 
Mann, who had been appointed assistant 
vice president of Aetna C. & S. and 
will move to the home office at Hart- 
ford on October 1. 

A native of Newport, N. H., Mr. 
Jameson is a graduate of Dartmouth 
College. After completing the Aetna’s 





CHARLES 


R. JAMESON 


bond school, he had several field assign- 


including two years at the Bos- 
In 1943 he was named mana- 
company’s Forty-second 
York. Two years 
assistant gen- 


ments, 
ton office. 
ger of the 
Street office in New 
ago he was promoted to 


eral manager at the Aetna’s New York 
headquarters. 
A past president of the New York 


chapter of Chartered Property & Casu- 
alty Underwriters, Mr. Jameson is a 
member of the Drug & Chemical Club, 
the Insurance Society of New York, the 
Insurance Federation of New York and 
the Underwriters Golf Association. He 
also has served as president of the New 
York Club of Gyro International and 
belongs to the Masons and the Mont- 
clair, N. J., Glee Club. 





petitive and they are not attempting to 
conceal their offerings to the public. By 
and large, they are trying to do an hon- 
est job. Those few companies which do 
not fit this pattern should be dealt with 
directly by those charged with regulating 
functions. Not only does the direct ap- 
proach protect the other companies, and 
the public generally, but it is a more 
satisfactory system. Those who would 
cheat or swindle will not be stopped bv 
changes in policy forms. They will 


merely devise a system compatible with 
requirements.” 


the new 
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A. & H. Underwriters 
62nd Annual Meeting 


AT SEIGNIORY CLUB, OCT. 6-8 
Clarence J. Myers, Manton C. Eddy, 
Wm. deV. Washburn and Francis S. 
Perryman Named as Key Speakers 





J. F. Follmann, Jr., general manager of 
the Bureau of Accident & Health Under- 
writers announces that the key speaker 
at the opening session of the 62nd an- 
nual meeting of the bureau will be Clar- 
ence J. Myers, executive vice president 
and president-elect of New York Life. 
The subject of Mr. Myers’ address will 
be “A Life Insurance Executive Looks 
at the Accident & Sickness Business.” 

The meeting this year will be held at 
the Seigniory Club, outside of Montreal, 
October 6, 7 and 8. 

Topics of Other Speakers 

Three other speakers of outstanding 
prominence have also been announced, 
each of whom will address the meeting 
on subjects of top consideration to acci- 
dent and health writers today. One of 
these will be Manton C. Eddy, vice 
president and_ secretary, Connecticut 
General Life, who will speak on the sub- 
ject of “Group Insurance — Today and 
Tomorrow.” Mr. Eddy will share the 
opening session of the meeting with Mr. 
Mvers. 

The opening speaker at the second 
session of the meeting will be William 
deV. Washburn, president of American 
Health Insurance Corp. Mr. Washburn 
will address the meeting on a_ subject 
of considerable concern to companies to- 
day, “Hospital Insurance—Where Do We 
Go From Here?” 

Lead off speakers at the third session 
of the meeting will be Francis S. Perry- 
man, vice president and actuary of the 
Roval - Liverpool Group. Mr. Perryman 
will speak on a subject of vital impor- 
tance to all insurance companies today, 
“The Expense Factor.” 

Presiding over the meeting will be 
E. A. Hauschild of Security Mutual 
Life. Mr. Hauschild holds the highest 
office in the bureau. He is chairman 
of the governing committee. 

More of Importance on Program 

In addition to the principal speakers 
named above, several important presen- 
tations have been scheduled by Harry 
L. Graham, Bankers Life of Iowa, chair- 
man of the program committee. George 
Lafrance, Quebec, Superintendent, will 
be the opening speaker, and other talks 
will be given by Stefan Hansen, director 
of group insurance for Great-West Life, 
on “The Evolving Concept of Financing 
Medical Care”; Carman A. Naylor, asso- 
ciate group actuary of London Life, on 
“The Problems in Writing Group Cov- 
erages on Retired Employes”; Earl 
MacRae, actuary of Occidental Life of 
California, on “What Price Complex- 
ity?” and E. Reginald Brock of Great- 
West Life, on “Are ‘Frills’ of Real Ad- 
vantage to the Industry?” 

Other members of Mr. Graham’s pro- 
gram committee are: Robert S. Schoon- 
maker, Jr., Berkshire Life; William L. 
Kick, Fireman’s Fund Indemnity: E. 
Reginald Brock, Great-West Life; T. E. 
Gill, London Life; Paul W. Stade, Lum- 
bermen’s Mutual Casualty; Donald G. 
Parker, National of Hartford; Edward 
S. Grandin, Sun Indemnity. 


RAISES WEEKLY IND. LIMIT 

The weekly indemnity limit on health 
insurance has been increased by Con- 
necticut General Life, Henry R. Roberts, 
secretary, accident department, has an- 
nounced. The increase raises the weekly 
indemnity limit to $125, an increase of 
$25 over the old rate. The company’s 
accident indemnity limit has been $125 


jor some time. 


Follmann Letter Rebukes 


Digest for ‘“Misstatements” 

Joseph F. Follmann, Jr., general mana- 
ger of the Bureau of Accident & Health 
Underwriters was one of those quick to 
take issue with the “Reader’s Digest” 
over the publication of an article by 
John A. Appleman of Urbana, Ill. Mr. 
Appleman, insurance lawyer and_ past 
president of the Federation of Insurance 
Counsel, chastised the accident and 
health companies for the “inadequacies” 
of their business. 

In a letter to the editor, Mr. Follmann 
said he felt it was “unfortunate” that the 
Digest chose to use an article 
which is obviously placed out of focus 
by making the rare exception appear to 
be the rule... .” In commenting further 
upon the article’s calling attention to 
what he termed a “complete misstate- 
ment of fact” which could have been 
checked through any State Insurance 
Department, Mr. Follmann said: 

“IT was particularly shocked, however, 
to note the colored caption used above 
the title of the article, ‘The Big Print 
Gives It to You and the Little Print 
Takes It Away.’ Granted, the author 
acknowledges his indebtedness for this 
quote to Amos and Andy. As an admirer 
of Amos and Andy for more years than 
I would care to mention, and one who 
has deep admiration for the innate hu- 
man intelligence displayed by their form 
of entertainment, it nonetheless has 
never occurred to me to look upon those 
great entertainers as authorities on in- 
surance matters. Apparently, Mr. Apple- 
man chooses to do so despite the fact 
that he is the author of a 25-volume 
standard work ‘Insurance Law _ and 
Practice, and therefore should be well 
acquainted with the fact that the laws 
in the vast majority of the states have 
for a long number of years made it im- 
possible for the Amos and Andy quote 
to be correct 

“Since 1912, the states have had laws 
which not only require accident and 


H. & A. Underwriters Conference 
Names Chairmen of 1954 Committees 


Health & Accident Underwriters Con- 
ference President H. Lewis Rietz, Lin- 
coln National Life, this week announced 
committee appointments of 289 represen- 
tatives from 137 companies. There are 
29 standing conference committees. 

Major organizational changes were 
made in the underwriting and group 
committees. Underwriting got four new 
subcommittees: occupational classifica- 
tion report; program; revision of under- 
writing report, and sub-standard busi- 
ness. Group added an advisory subcom- 
mittee. 

Three conference committees (advi- 
sory, legislative and health insurance 
council) traditionally have no chairman. 
Announcement of J. W. Scherr, Jr., 
Inter—Ocean, to head the elective execu- 
tive committee was made earlier this 
year. 

Here are the chairmen of the remain- 
ing committees: 

Blanks—S. F. Conrod, Loyal Protec- 
tive Life; business standards—E. A. Mc- 
Cord, Illinois Mutual Casualty; claims 
relations—E, J, Faulkner, Woodmen Ac- 
cident; conservation—Frank L. Barnes, 
Ohio State Life; convention—J. B. Don- 
nally, Pan-American Life; costs—G. M. 
Grady, Monarch Life; disability insur- 
ance  coordinating—R. L. Paddock, 
Time’ Insurance; education—W. J. Hug- 
gan, Progressive Life; finance—R. J. 
Wetterlund, Washington National. 

Group Has Five Vice Chairmen 

Group—G. N. Watson, Crown Life, 
chairman, with five vice chairmen and 
secretary announced as follows: Asso- 
ciation group—N. C. Morrison, Feder- 
ated Mutual; blanket—Wayland Mans- 
field, Woodmen Accident; compulsory 








health insurance policies to be in larger 
type than most other, if not all other 
forms of contracts, but they additionally 
require larger type and focusing of at- 
tention upon all policy exclusions, ex- 
ceptions, limitations and reductions. 











We’re getting lots of attention 
with our... 






Since the Provident’s new and improved line of Non-Cancellable policies were 
introduced several months ago, the volume of business has far exceeded our 
expectations. And — most important — more and more producers are happily 
learning what the income possibilities are from a top Non-Can portfolio. 
Here’s a line designed from suggestions by leading Non-Can producers — a 
line proved by the sales record. We believe you'll join the growing number 
of enthusiastic boosters of Provident Non-Can once you have seen the sales 


material. We'll be glad to send you full information on request. 


Brokerage Business Invited 


Ate 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 





-Since 1867 









A-F l--<4 LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 





cash sickness—E. C. Voigt, Lumbermens 
Mutual Casualty; employe group—W, L 
Miller, Northern Life; franchise—W, G. 
Manzelman, North American Accident. 
and secretary, G. C. Johnson, Hardware 
Mutual Casualty. 

Other Committees 


Other committee chairmen named 
were hospital and medical insurance— 
Don R. Hodder, Woodmen Accident 
chairman, and Robert W. Carey, New 
York Life, vice chairman; legal—John 
A. Henry, Continental Assurance; medi- 
cal directors—Dr. W. H. Scoins, Lincoln 
National Life; membership—Jarvis Far- 
ley, Massachusetts Indemnity; memo- 
rials—Paul Clement, Minnesota Com- 
mercial Men’s; non-cancellable—W. E. 
Wright, Pioneer Mutual Life; planning 
—Robert R. Neal, North American Ac- 
cident; public relations—Frank S. Van- 
derbrouk, Monarch Life. 

Social insurance—Neville Pilling, Amer- 
ican Guarantee & Liability; special risks 
—C. D. Scott, Great American Reserve; 
standard provisions—Dudley Porter, Jr, 
Provident Life & Accident; statistical— 
John H. Miller, Monarch Life; taxation 
—W. Russell Arrington, Combined In- 
surance; underwriting—C. M. Barry, 
Ohio State Life, chairman, and E. B. 
Forsythe, Illinois Mutual Casualty, sec- 
retary. ; 


U. S. Life Introduces 
Life, A. & H. Combination 


United States Life has announced a 
new life and A. & H. combination, the 
“Ideal Protection Plan.” This is the 
second package plan developed by the 
U.S. Life in the past several months. 
This new plan is unusua] in that it gives 
the buyer a combination of A. & H. pro- 
tection and savings plan. 

A tvpical package plan pays $200 a 
month for total disability resulting from 
accidental injury or confining sickness, 
starting with the first day of disability 
and continuing as long as the assured 
is disabled, even for the rest of his life. 
For natural death, this combination pays 
$2,000 if the assured dies during the first 
ten years, increasing 10% annually after 
the tenth year to a total of $4,000 in the 
20th year. The double endowment fea- 
ture at the end of 20 years pays $4,000 
in cash. For accidental death, this typi- 
cal combination pays $6,000 with an an- 
nual increase of $200 if death occurs 
after ten years. During the 20th year, 
as much as $8,000 would be payable for 
accidental death. 

The plan is available with the full 
benefits as illustrated from ages 18-55 
and a special plan is offered up to age 70. 
The life policy contains loan, cash- paid- 
up and extended term values starting 
in the first year at all ages of issue. 


JOINS A. & H. BUREAU 

Employers Casualty of Dallas, Tex., is 
the latest company to join the Bureau of 
A. & H. Underwriters. Since last Janu- 
ary 1 the following have become mem- 
bers of the bureau: Home Life of New 
York, Union Casualty & Life, State Mu- 
tual Life, Boston and Old Colony Insur- 
ance Cos., Transportation Insurance Co. 
and Employers Casualty. 





Executive Board Meeting of 
Internat’! Assn. Oct. 16-18 


The new executive board of, the Inter- 
national Association of Accident & 
Health Underwriters will hold its first 
meeting since the 1953 annual conven- 
tion on October 16 to 18 at Roosevelt 
Hotel, New Orleans. John G. Galloway, 
Provident Life & Accident, Birmingham, 
Ala., chairman of the board, will preside. 
The sessions get under way following 
lunch Friday, October 16, and will con- 
tinue until Sunday afternoon, October 18. 
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Then it dawned on him 


There’s always a whole lot left! 


All too often, people overlook one very important fact Highly inflammable clothing, rugs and furniture go beg- 
when buying fire insurance. A house will burn, but a ging for protection. 
house lot will not! It’s a case of unnecessary coverage in one direction and 
Many property owners unwittingly lump building and inadequate coverage in another. If this is your story too, 
land together when establishing a fire insurance figure. you’re spending money ineffectively and flirting with ir- 
They’re spending money for coverage on something that replaceable loss. 
fire can’t destroy anyway. On the other hand, like many Better take a good look at your fire insurance coverage. 
of us, these same people are almost invariably carrying For a good man to help you, call in The Employers’ Group 
too little insurance on the contents of their dwellings. Agent — “The Man With The Plan”. 


The EMPLOYERS’ GROUP Insurance Companies 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD. 110 MILK ST. 
AMERICAN EMPLOYERS’ INSURANCE CO. 
THE EMPLOYERS’ FIRE INSURANCE CO. BOSTON 7, MASS. 


For Fire, Casualty and Matine Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The: Plan 


This advertisement appears in full color in, Zime, September 28. 
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Williams Addresses 
Federation Counsel 


READS COMPREHENSIVE PAPER 





Discusses Phases of “Care, Custody and 
Control—A Vexatious Property Dam- 
age Liability Exclusion” 





Speaking before the Federation of In- 
surance Counsel at Bedford Springs, 
Pa., John C. Williams, a partner in Ful- 
bright, Crocker, Freeman & Bates, 
Houston, Tex. took for his subject, 
“Cars, Custody and Control—A Vexa- 
tious Property Damage Liability Exclu- 
sion.” 

After reading a comprehensive paper 
on the history and development of in- 
surance, Mr. Williams said that in the 
development of the fire legal liability 
policy “we are getting the opportunity 
to see today what undoubtedly is the 
counterpart of the development in the 
past of many new coverages, and from 
it can get picture of the throes through 
which the public and the insurance fra- 
ternity must go in the future as new 
coverages come into being to meet 
impelling public needs.” 

Speaks of Exclusion 

Speaking of the custody and control 
exclusion in the ordinary damage liabil- 
ity policy, Mr. Williams said: 

“First, and this is something the in- 
surance buying public, the insurance 
companies and the courts must con- 
stantly keep in mind, insurance policies, 
regulated as to form as they are in 
most instances by governmental au- 
thority, are still contracts which are 
willingly and freely entered into by 
two parties. One is an insured and the 
other an insurer. Under such contract 
for a specific premium paid by the in- 
sured the insurer agrees to do certain 
definite things, no more and no less. 

“Second, in order to keep the pre- 
mium the public will be required to pay 
from being any higher than necessary, 
there must be a sufficient volume of 
demand from the public. This is neces- 
sarv to create the required spread of 
this particular type of risk across the 
shoulders of many rather than just a 
few. Therefore most insurance written 
today is composed of a basic policy 
together with a varying number of 
endorsements. For a difference in the 
premium the endorsements usually either 
add to or take away from the coverage 
of the basic policy. The basic policy 
covers the needs of the majority of the 
buying public in that field. The endorse- 
ments adapt the coverage to fit the needs 
of smaller groups of the buying public. 

Not All Needs Insured 

“Third, not all of the needs of the 
buying public can be insured today— 
and never will be. There are many rea- 
sons why this is true. In some instance, 
like insurance to cover the moral obliga- 
tion or the business loss, it may be 
against public policy. In others, public 
demand will not be sufficient to keep 
the premium rate from being prohibitive. 
In still others, lack of sufficient experi- 
ence (used more in the technical sense 
than in the ordinary sense) will prevent 
coverage from being available. In yet 
others, some types of insurance are 
simply not offered because the insurers 
consistently lose money on them and 
either by reason of the law of the 
jurisdiction involved, or in the law of 
supply and demand, a sufficient premium 
cannot be charged for them. 

“And fourth, although of necessity 
there always has been and always will be 
some lag in it, as the needs of new 
or additional types or phases of coverage 
arise and become sufficiently wide-spread 
from the standpoint of public demand. 
such coverage is, and undoubtedly will 
continue to be, developed and made 
available to the public. 

Integral Part of Picture 

“Our care, custody and control exclu- 
sion is simply an integral part of this 
whole picture—one of the vehicles by 
which its over-all design and complexion 
is effectuated. 

“Now that we have spent the time 
and effort involved in looking into its 


over-all background, its purpose and the 
reasons for its existence seem crystal 
clear. Limitations of the English lan- 
guage are such (we simply do not have 
any English words, which could be used 
in the insuring clause of a policy, which 
mean ‘all property, irrespective of own- 
ership, except that belonging to the as- 
sured or in his care, custody or con- 
trol”) that it is a requisite part of the 
machinery by which and through which 
the insurance fraternity has attempted 
to serve the needs of the majority of a 
buying public—it is a part of the design 
of a basic policy—a means by which 
you and I are not called upon through 
higher premiums to pay for the occa- 
sional and isolated needs of a compara- 
tive few. 

“Is there any real doubt left with 
respect to what this exclusion was in- 
tended to mean? It seems patent that 
this phraseology is in the policies for 
the purpose of drawing a clean-cut line 
—a line between coverage and no cover- 
age. Is it not the obvious intention 
to draw that line so as to afford cover- 
age for damage to all property except 
that belonging to the assured and prop- 
erty of others over which, as a matter 
of right, the assured is exercising greater 
dominion at the time of the accident 
than that being exercised by the owner? 


Courts Differ in Construction 


“Why have our courts differed in their 
construction of the meaning and ap- 
plicability of this exclusion? Quite prob- 








ably had each of them had the opportu- 
nity to study the background, the high 
lights and the side lights—in short, had 
they been afforded the opportunity to 
study the whole picture—the results 
would have been far more uniform. 
There would probably have been fewer 
instances in which the court felt a 
sense of futility in its study of the 
policy involved and its search of the law 
and finally, therefore, concluded that 
the policy was ambiguous and then ‘set 
out on his own,’ so to speak, to, in 
effect, re-write the policy contract. 
There would probably have been fewer 
instances in which a court having con- 
cluded that the policy was ambiguous, 
probably took it for granted that public 
interest lay on the side of the aggrieved 
insured when, had the entire situation 
been understood and appreciated, it 
might well have reached a diametrically 
opposite result. 

“There also probably would have been 
fewer instances in which the courts had 
before them fact situations which, be- 
cause of the uncertainty of the court as 
to the true meaning of the exclusion 
when considered in conjunction with the 
entire policy, are the type which have 
given rise to.the adage, ‘Difficult facts 
make bad law.’ In short, had there been 
an opportunity for each of the courts to 
thoroughly understand the matter, there 
undoubtedly would have been far more 
uniformity in the results. 

“What can we expect from a develop- 
mental standpoint in the future? That 
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A NEW PERSONAL ARTICLES 
FLOATER POLICY 


Articles of Jewelry, Furs, Photographic 
Equipment, Musical Instruments, Silver- 
ware, Golfer’s Equipment, Stamp and Coin 
Collections, Fine Arts, Fishing Equipment, 
Guns, Hobby Equipment and other miscel- 
laneous personal articles may be covered 
under a single policy. Among the advan- 
tages to the policyholder are a convenient 
automatic coverage for newly acquired 
articles of certain classes insured, one 
minimum premium and the elimination of 
a co-insurance feature in most instances. 


ONE POLICY 
ONE COMPANY 
ONE MINIMUM PREMIUM 
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Hughes Casualty Special 


For Fireman’s Fund in Pa, 
Raymond Hughes has been appointed 
special agent in the central eastern 
Pennsylvania territory of Fireman’s 
Fund Group. He will assume production 
responsibilities for all casualty, surety 
and automobile lines. Mr. Hughes wii] 
make his headquarters in Harrisburg 
and work under the supervision of 
Frank Lorenz, manager of the Philadel- 
phia branch office of Fireman’s Fund. 
Special Agent Hughes joined the in- 
demnity department of Fireman’s Fund 
in New York in 1946. Prior to his new 
appointment he was manager of the 
burglary department in New York. He 
recently received his CPCU designation, 


TRY HONOR SYSTEM IN CONN. 

Connecticut drivers whose licenses have 
been suspended will be allowed to keep 
their licenses and trusted not to drive 
on the “honor system,” it is announced 
by Motor Vehicles Commissioner Charles 
F. Kelley. 





seems fairly obvious, too. Since there 
are three types of obligations which may 
exist between the owner and the person 
in whose care, custory or control the 
property is, (1) moral or business obli- 
gation, (2) contractual obligation or (3) 
common law obligation, and since each 
is different, it is unlikely that the end 
result will be the same for each. 

“As to the first type, it is highly im- 
probable that it will ever become a 
prevalent subject of insurance—it does 
not seem logical that I should ever 
be permitted to insure against burning 
the hole in the gas tank, or marring 
the office wall, or the damage which 
befell your car, irrespective of the ques- 
tion of legal liability, when I borrowed 
it to go to the airport. 

“Our third one, common law liability 
appears to have most of the attributes 
of and to therefore fall into the cate- 
gory of third party losses, the type 
normally underwritten in the true casu- 
alty field. We should logically expect, 
except for two factors, for coverage 
against this type of liability to appear 
on the market as fast as accumulating 
experience and the laws of diminishing 
returns and of supply and demand per- 
mit. One of the hindering factors is 
that referred to earlier—the natural 
desire of the assured to escape payment 
of the loss personally with its conse- 
quential tendency to produce a coloring 
of the true facts. It seems doubtful, 
however, that this factor will prevent 
the development of coverage for this 
common law liability in too manv in- 
stances. The other factor is more likely 
to prevent it. It is the fact that as 
business progresses it is probable that 
there will be fewer and fewer instances 
in which there is no contractual obliga- 
tion into which this common law ob- 
ligation is merged, therebv affording 
too limited a volume of public demand 
to make it economically feasible 


Will Develop Slowly 


“Finally, what can be exnected from 
the standpoint of further elimination of 
our care, custodv and control exclusion 
and provision of coverage for our (2) 
contractual obligations? That is not 
quite so clear. It probably will develop, 
but develop rather slowly until and un- 
less an answer is found to the over-all 
problem of providing coverage for con- 
tractual obligations generallv. How- 
ever. as these contractual obligations, 
as classes, become sfficiently standard- 
ized to take on definite legally recos- 
nized status. through lesislative enact- 
ment or even stare decisis, we ought 
to see a diminution in the extent of our 
present dav annlication of this exclusion. 

“To some degree. however, or care, 
enstodv and control exclusion will prob- 
ably alwavs be with ns. and it is my 
fervent hope that this article may. 
at least in some small wav. aid the 
public. the insurance fraternitv. the bar 
end the courts in reaching a better un- 
derstanding of it so that some dav we 
will not be justified in referring to it 
as a ‘vexatious exclusion.’” 
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NEW PUBLICATIONS AVAILABLE 





Assn. of C. & S. Cos. Announces New 
Pamphlets on Comp., Financial Se- 
curity and Assigned Risk 

The Association of Casualty & Surety 
Companies announces that new publica- 
tions dealing with workmen’s compensa- 
tion laws, automobile liability security 
laws, and automobile assigned risk plans 
have been prepared and are now ready 
jor distribution. These are as follows: 

A supplement to the 1952 workmen’s 
compensation law pamphlet of New 
York, including important amendments 
to the law of that state. The new supple- 
ment contains a digest of the effect of 
the 1953 amendments, the text of the 
amendments, and annotations of recent 
decisions construing the law. The price 
of this publication is 30 cents a copy. 

Ten new automobile liability security 
pamphlets, incorporating 1953 amend- 
ments and revisions of laws in Arkansas, 
lowa, Kentucky, Maine, Maryland, Min- 
nesota, Missouri, New Jersey, New York 
and Utah. These pamphlets have been 
published as part of the association’s 
“Supplement Service,” to keep up to date 
the loose-leaf book, “Automobile Lia- 
bility Security Laws of the United States 
and Canada.” They contain a summary 
of the salient provisions and the com- 
plete text of each law. The price of 
the complete book, including 59 pam- 
phlets, is $12, plus an additional charge 
for the “Supplement Service.” Copies of 
individual state laws may be purchased 
at 50 cents each. 

\ revised edition of the single-page 
chart analysis of automobile assigned 
risk plans now in effect in all of the 
United States and Hawaii includes 
all of the changes up to August, 
1953. It contains 11 headings, including 
such information as classes of risks, 
plans available to non-resident military 
personnel, requirements for an investi- 
gation fee or deposit premiums, when 
the policy must be issued, surcharges, 
period of assignment, and unusual fea- 
tures. Names and addresses of managers 
of various plans are also listed. The 
price of the chart is 15 cents. 

Copies of this material may be ob- 
tained from Editor, Law Publications, 
Association of Casualty & Surety Com- 
pnies, 60 John Street, New York 38, 
mn: Y. 


Cooley Is Appointed 
Casualty Vice President 


Fred A. Carnell, president, American 
Liberty, announces the appointment of 
LeRoy Cooley as vice president and 
head of casualty operations of the com- 
pany. 

American Liberty of Birmingham, Ala., 
recently organized, will commence busi- 
ness on the completion of the merger 
of the Penn-Liberty Insurance Com- 
pany of Philadelphia, Pa. with the Ala- 
bama company. Both American Liberty 
and Penn-Liberty are wholly owned 
by a group of Swiss insurance compa- 
mes. The present plans call for the 
merger of these two insurors near the 
end of this year. 

Mr. Cooley has been associated with 
the casualty business for his entire ca- 
reer which began in 1938 with the Trav- 
elers. More recently he served with the 
Atlantic Companies both in their home 
office and as underwriting manager for 
their first casualty branch office. 

Mr. Cooley will assume the position 
of vice president September 1, and soon 
thereafter will survey the territory in 
which the new company will operate 
tor the purpose of shaping the company’s 
casualty program. 


CELEBRATES 25TH ANNIVERSARY 

Dorothy Isabell Cooke celebrates her 
25th anniversary with the Hartford 
Accident & Indemnity Company on 
September 4. A native of New Britain, 
Conn, Miss Cooke graduated from 
Central Jr. High School of that com- 
munity. She subsequently joined Hart- 
ford Accident and has served the entire 
time in the experience department. 


Elmer Wheeler to Organize 
ICT Group Sales Training 


BenJack Cage, president of Insurance 
Company of Texas Group, announces 
that the union-member-owned group of 
life, hospitalization, fire and casualty 
companies has engaged Elmer Wheeler, 
nationally known sales consultant, to di- 
rect a salesmanship training program. 

Mr. Wheeler will personally open the 
training program with an_ intensive, 
three-day course at the ICT home of- 
fices in Dallas September 22, 23 and 24. 
Attending will be some 50 ICT sales 
supervisors and home office executives 
who will study the Wheeler fundamen- 
tals and receive special instruction in 
applying the technique for a special 12- 
week course for all ICT salesmen in the 
field. 


C. & S. COMPANIES AID PROGRAM 

With the assistance of the Association 
of Casualty & Surety Companies, the 
Minnesota Editorial Association is 
launching a new traffic education pro- 
gram in an effort to reduce accidents 
and deaths on Minnesota streets and 
highways. Newspapers affiliated with the 
association will publish information fur- 
nished by the Casualty & Surety Asso- 
ciation. 


SAFETY CONVENTION CHAIRMAN 





New York Safety Council Names George 
E. Decker, Aetna C. & S. to Head 
1954 Exposition 

The Greater New York Safety Coun- 
cil, announces the election of George E. 
Decker, senior engineer of Aetna Casu- 
alty & Surety, as general chairman of 
the 1954 safety convention and expo- 
sition. Mr. Decker lives on Staten Island. 
He was elected by the convention in- 
terim committee of which E. Willard 
Merritt, White Plains, N. Y., is chair- 
man. 

Also elected by the interim committee 
were three vice-chairmen of the general 
committee. They are Harry H. Williams, 
Yonkers, district engineer of American 
Mutual Liability; Harold C. Mesch, East 
Orange, partner in the Guardian Safety 
Equipment Co.; and Roland V. Merri- 
field, West Hempstead, L. L, assistant 
secretary of the Air Reduction Co. 

The Safety Council also announces 
that the 1954 convention will run five 
days instead of the usual four. The con- 
vention, the twenty-fourth annual, will 
be held April 5 through 9 at the Hotel 
Statler. This is the first time that the 
safety convention, largest in the East 
with an attendance of more than 10,000 
from all sections of the nation, will run 
through a full business week. 





10,000 Suggestions Made in 
American Surety Program 


In 11 years’ time the American Sure- 
ty of New York has received 10,000 
suggestions in the president’s suggestion 
program, originated by President A. F. 
Lafrentz in 1942. All members of the 
staff are privileged and, in fact, urged to 
submit ideas for improvement of the 
company’s operation—both home office 
and field. 

Recently a two months’ special cam- 
paign was conducted when 601 sugges- 
tions were presented to President La- 
frentz in observance of his 40th anniver- 
sary with the company on July 1. Two 
branch offices and three home office de- 
partments achieved 100% participation 
in the campaign. 

Many ideas regarding work simplifica- 
tion and streamlining of operations have 
contributed materiailly to the reduction 
of the company’s operating expenses. Of 
the total number of suggestions sub- 
mitted, one-third are adopted and put 
into practical use. 





ASHER JOINS OREGON FIRM 

Pownall-Taylor & Hays, general in- 
surance firm has added Paul C. Asher 
to its staff. He formerly was special 
agent with American-Associated group. 








by offering an improved, more complete insurance 


service, we’re writing more general insurance, too.” 
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SELL PRUDENTIAL LIFE! 
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MAIL THIS COUPON TODAY! 


THE PRUDENTIAL, NEWARK 1, N. 3. 


“Life selling is really easy using Prudential’s 
Life Department Plan,” continues Paul Matheson, 
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C. & S. Companies 
Make State Awards 


FOR DRIVER TRAINING PROGRAM 
Oklahoma, Delaware er Massachusetts 
Receive Plaques for “Excellence”; 
Other States Honored 


The Association of Casualty & Surety 
Companies has announced that top hon- 
ors among 23 states named as recipients 
of plaques in its sixth annual Driver 
Education Award Program have been 
shared by Oklahoma, Delaware and 
Massachusetts. Oklahoma achieved 169.8 
points out of a potential 200 under the 
point scoring system now used in the 
program to give equal credit to the qual- 
itv of a state’s courses and to increases 
in the number of schools offering the 
courses and students taking them. Sec- 
ond highest score was Delaware’s 165.9, 
with Massachusetts next with 165.5. 

3esides the highest ranking given 
these three states which received the as- 
sociation’s “Award of Excellence” for 
scores above 165 points, seven others 
were named as recipients of its “Award 
of Honor” and 13 were designated by the 
board of judges to receive the “Award 
of Merit.” 
Second and Third Honors Shared by 

20 States 

Second honors were attained under the 
program’s ine system by New York, 
Minnesota, California, Illinois, Wiscon- 
sin, Virginia and New Jersey. These 
states ranked from fourth to tenth re- 
spectively, and received the “Award of 
Honor” for scores between 130 and 164 
points. 

The merit award, for scores between 
95 and 129 points, goes to the following 
states, ranking from eleventh to twenty- 
third, respectively: Ohio, Pennsylvania, 
Nevada, Connecticut, New Mexico, Ari- 
zona, West Virginia, Washington, North 
Dakota, Utah, Vermont, Indiana and 
Oregon. 

Telegrams advising the state governors 
of the awards were sent out by Thomas 
N. Boate, manager of the association’s 
accident prevention department, follow- 
ing a meeting of the board of judges 
in New York City. Dr. Virgil M. Rogers, 
superintendent of schools of Battle 
Creek, Mich., who will become dean of 
Syracuse University’s College of Educa- 
tion this fall, was chairman of the board 
of judges. Fourteen nationally known 
safety authorities and educators com- 
prised the board. Plaques honoring the 
winning states for their achievements in 
driver education during the last school 
term will be formally presented to the 
governors and educational officials dur- 
ing the fall and winter months. 

Annual Awards Made Since 1947 

The Association of Casualty and Sure- 
ty Companies, which pioneered in high 
school driver education more than 15 
years ago, has sponsored the annual 
award program since 1947. It was started 
to encourage development of the driver 
education movement by giving national 
recognition to states initiating courses 
and achieving outstanding progress and 
has now become the official yardstick 
of growth in driver education. 

Prior to 1947, according to Mr. Boate, 
approximately 750,000 students were esti- 
mated to have enrolled in the courses 
over a ten-year period. Last term’s 
enrollment more than equalled the total 
of the first decade of driver education, 
he pointed out. Since 1947 the nation’s 
public high schools have enrolled 3,500,- 
000 students in the courses, bringing 
the aggregate of enrollees to date to 
4,250,000. An anticipated enrollment of 





close to 850,000 during the school term 
starting this month will send the over- 
5,000,000-mark 


all total well over the 


TO LICENSE PENNA. BONDSMEN 

Insurance Commissioner of Pennsyl- 
vaniai, Artemas C. Leslie, announces that 
Governor John S. Fine has approved Act 
No. 343, effective September 1, 1953, ne 
quiring professional bondsmen to regis- 
ter with the licensed by the Insurance 
Commissioner. Application forms may be 
obtained upon request from the Insur- 
ance Department, State Capitol, Harris- 
burg, Pa. The new statute provides 
for an annual license fee of $50, which 
license must be renewed annually. Any 
person engaging in business as a profes- 
sional bondsman without being regis- 
tered and licensed by the Insurance 
Commissioner shall be guilty of a mis- 
demeanor. 





before the 1953-54 school term ends 
next June, Mr. Boate declared. 

The number of public high schools of- 
fering driver education last term in- 
creased 435 over the previous school 
year. This compared with a gain of 191 
last year and 728 during the 1950-51 
academic term. 


Rate of Growth Has Slowed 


“The rate of growth of the driver edu- 
cation program among students in the 
nation’s high schools has slowed down to 
about half what it was four years ago,” 
said Mr. Boate, “but during the last two 
academic terms about 60,000 students 
were added each year. Should this rate 
of expansion be continued, the number 
of boys and girls taking the courses 
every year should increase to more than 
1,000,000 annually by 1957.” 

Registration of 787,983 students in the 
courses during the 1952-53 term in pub- 
lic high schools represented more than 
50% of those eligible to enroll, estimated 
at 1,545,463, Mr. Boate said. The total 
of 8,653 schools offering driver educa- 
tion to students in 48 states and the 
District of, Columbia was only 43% of the 
20,084 public high schools which could 
train their students to be safer drivers 
when they become old enough to take 
the wheel of the family car, he added. 

“Driver education is still a long way 
from its goal of giving every high school 
student in the nation a course which will 
help them to understand the serious role 
of driving an automobile which can kill 
and maim and cause great damage on 
the highways if it is improperly han- 
dled,” he concluded. “It is moving slowly 
—all too slowly, it seems at times— 
toward the goal of having every young 
man and woman take seriously the re- 
sponsibility of driving a motor vehicle 
by being thoroughly schooled in the 
vood driving practices that can make 
our highways far safer than they are 
now. 






OKLAHOMA WORKMEN’S COMP 
State Insurance Board Denies Filing by 
National Council; Holds Demands 
“Unreasonably High” 
Oklahoma’s State Insurance Board has 
denied a rate increase in workmen’s 
compensation insurance which would 
have gone into effect October 1. Filed 
in July by the National Council on 
Compensation Insurance, the proposed 
rates would have boosted premiums in 
the state by about $680,000 annually. In 
disapproving the new rates, the board 
also found present rates charged are 
excessive but did not order a reduction. 
An analysis of the filing by the board 
found cost of losses is not sufficient to 
justify additional, higher premiums. It 
said loss experience shows a marked 
reduction in loss ratio and points toward 

a reduction of rates. 

After listing 32 points in its findings, 
the board concluded: “That all of the 
rates filed by the National Council on 
Compensation Insurance under date of 
July 10, 1953, as applicable to new and 
renewal policies effective on or after 
October 1, 1953, are unreasonably high 
for the insurance provided; that a 
reasonable degree of competition does 
not exist within the state with respect to 
this kind of insurance to which such 
proposed rates would be applicable; and 
that all of said rates and premium 
charges, otherwise, are not in compliance 
with the provisions of the applicable 
statutes.” 


Crighton to Manage 6-State 


Area for Seaboard Surety 
The Seaboard Surety of New York 
has appointed M. H. Crighton, Jr., re- 
cently of the United States Guarantee, 
to manage a southeastern office, newly 
established, which will supervise the six- 
state area of North and South Carolina, 
Georgia, Florida, Alabama and Tennes- 
see. 

A graduate of Washington and Lee 
University, Mr. Crighton started his in- 
surance career in 1933 following gradu- 
ation with the Fidelity & Deposit. Until 
his connection with the Seaboard Surety 
he has been production manager of the 
U. S. Guarantee, now the Federal Insur- 
ance Co., for the territory supervised 
by its Chicago office. 

In World War II Mr. Crighton served 
as a gunnery officer in the United States 
Navy with rank of lieutenant. 








When we say 


"It's Easiest to Sell the Best!" 
we MEAN JUST THAT! 


For the finest in Accident & Health, Hospitaliza- 
tion, Surgical and Medical coverages—look ’em all 
over—but don’t overlook the National. 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


















$191,320 Hold-Up Loss 
Paid Within Four Hours 


One of the largest bank cash hold-ups 
in the history of the country occurred 
recently at the Floral Park, N, y. 
branch of the Franklin National Bank. 
Two money sacks containing $161,500 
ready for shipment to the Federal Re- 
serve Bank in New York City were taken 
along with an additional $29,819.55 from 
individual tellers’ vaults. 

The loss, insured by the National Sure- 
ty Corp. New York City, was paid 
within four hours after the gunman 
entered the bank. The efficient han- 
dling of the claim is the result of close 
coordination between the company, its 
claim department and its agents, a com- 
pany spokesman said. 

Despite the fact that such a large 
amount of cash has been taken just 
before the start of the business day, 
the bank opened at its customary time. 


Summer Safety “Slowdown” 


Successful in Northeast 


James R. Barrett, chairman of the 
Northeastern State Safety Coordinators, 
announces that the “Slow Down and 
Live” summer highway program aimed 
at speeders throughout the 11-state 
northeastern area has definitely elimi- 
nated the anticipated summer bulge in 
highway deaths. The two-month toll for 
June and July is approximately 125 below 
the projected figure for the first two 
summer months. 

Final revised figures for June, plus 
preliminary reports for July, show an 
actual 214% drop in traffic fatalities 
throughout the region, Mr. Barrett, who 
is chief of the Police Bureau of the 
New York State Division of Safety, 
said. New Jersey reported the greatest 
decline in deaths in July, 22 fewer than 
in July, 1952. Pennsylvania reported a 
drop of 10 deaths and Maryland fatali- 
ties declined nine. Massachusetts, Con- 
necticut and Vermont each_ reported 
death tolls one lower than in July, 1952. 

Largest July increases were nine in 
New Hampshire and six in Maine. Three 
other states, Delaware, New York and 
Rhode Isle ind, each reported an increase 
of one in their fatality tolls for the 
month, compared with last year. 


REGAN NEWARK BOND MANAGER 


At Branch Office for American-Asso- 
ciated; Formerly With F. & C. at 
Buffalo and Minneapolis 

Announcement has been made by R. 
W. Clarke, resident vice president of 
the New ark branch office of the Ameri- 
can-Associated Insurance Cos. _ that 
Michael Regan has been appointed to 
the position of bond manager. Mr. Regan 
is a native of New Jersey and was, for 
a time, a trooper with the New Jersey 
State Police. During World War II he 
enlisted in the Marines. He served as 
PFC and subsequently was commissioned 
a lieutenant. 

After attaining a law degree from 
Fordham Law School, Mr. Regan en- 
tered the insurance business, specializing 
in fidelity and surety work. He has been 
with the Fidelity & Casualty Co. of New 
York for the past five and a half years. 
He was located for a time at Buffalo and 
later at Minneapolis as bond manager 
for that branch office. His most recent 
assignment before joining American-As- 
sociated was as a member of the home 
office staff in charge of judicial and 
public official bonds. 

















Are You on the Right Track? 
Are You Heading inthe Right Direction? 


You Will Be....1f You Represent — 
HEARTHSTONE INSURANCE CO. OF MASS. 
120 Boylston Street Boston 16, Mass. 


Comeines INSURANCE CO. OF AMERICA 
316 Sheridan Road Chicago 40, 





COMBINED AMERICAN INSURANCE CO. 
m. 2817 Maple Avenue Dalles 4, Tex. 


W. CLEMENT STONE, President 
of the Combined Group 
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7 The house that jacks... broke 














me 
The children’s playtime was over. But the family’s pay time had only started. 

‘i A ball... some jacks, left carelessly on the walk. A tradesman slipped and fell. 

a“ A lawsuit. And a family that ended broke. 

re Little things can lead to big losses. Because you may be liable when an accident occurs. 

“4 That’s what a Maryland Comprehensive Personal Liability Policy is for. To guarantee 

al financial protection for you and members of your family when 

m the unexpected happens. See your Maryland agent or broker today. 

wi 

ig 

MARYLAND CASUALTY COMPANY 

- Baltimore 3, Maryland 

. A Maryland Liability Policy is only one of many forms of Maryland protection for business, industry and the home. Casualty 
a Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 

id 


Here is the newest in the series of attention-getting advertisements designed to help 
Maryland agents and brokers sell more Personal Liability policies. 
































NOW AVAILABLE THROUGH PROVIDENT MUTUAL 


Three basic policies—a wide variety of benefit 
combinations; result—tailor-made accident and sick- 
ness protection for Provident Mutual clients. 

Behind Provident Mutual’s new portfolio of 
Accident and Sickness equipment stands the same high 
degree of integrity in sales and management that had 
made this 88-year-old Company one of the outstanding 
financial institutions in the country. 


Provident Mutual is proud of the high quality 


of its Accident and Sickness policies, which contain all 
of these important features: 


Brokers and the agents of companies not writing 
Accident and Sickness business are cordially invited to inquire al 


their nearest Provident Mutual agency for additional information, 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 





Non-cancellable and 
guaranteed renewable 


Policy non-cancellable and guaranteed renewable to 
insured’s sixty-fifth birthday; the Company cannot 
cancel or modify it in any way. 


Level benefits 


No reduction in amount of the monthly indemnity 
payment because of advancing age. Benefits paid for 
recurring periods of disability. 


Incontestable 


Policy is incontestable after two years except for 
fraudulent misstatements. 


Waiver of Premiums 


After 90 days of continuous total disability, subsequent 
premiums are waived. Refund of premiums paid 
during this 90-day period. 


Participating 


Yearly dividends as earned reduce the cost of protection. 


Level Premium 


No increase in premium because of advancing age. 


Dismemberment or loss of sight 


Liberal benefit provisions for dismemberment or total 
and irrecoverable loss of sight. 


Non-house confining 
Policy owner need not be confined to home in order to 
be entitled to benefits. 


Grace Period 


Grace period of 31 days allowed for payment of each 
premium after the first. 
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